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The Name Does Count 


When your customers want garage door sets it is only 
natural for them to think NATIONAL. Consistent ad- 
vertising has told of NATIONAL quality and sheer merit 
and performance have driven the fact home. 

Our No. 805 Garage Door Set truly exemplifies 
NATIONAL supremacy. Furnished complete, with 
bolts and screws, ready for quick application. 

Don’t forget, Mr. Dealer, THE NAME DOES COUNT. 
NATIONAL Garage Hardware paves the way to bigger 


and better business. 





NATIONAL MFG, COMPANY 


STERLING ILLINOIS 
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Helping the Bride Pick Out Her Kitchenware 


Romaine Brothers, Hackensack, N. J., Have Also Solved 


the Problem of Making the Suburbanite Buy 
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At Home 





“The Brides’ Department” of Romaine Brothers, Hackensack, N. J., store 


T’S going some, to link up brides 
and the hardware business! But 
it can be done, and it pays. 

Any man who can successfully 
merchandise kitchen hardware in a 
suburban town is a man worth talk- 
ing to. It takes live ideas to get a 
strangle hold on and actually throttle 
that mania of commuters for shop- 
ping in the big city. 

Don’t misunderstand. I’m_ not 
knocking commuters or the depart- 
ment stores. A man ought to buy 
where he is best served. But when 
you find a man whose methods make 
commuters buy at home — those 
methods are worth looking into. 

You know how it is in commuting 
towns. A quietness settles down 
over Main Street every evening 
about 5:45 
comes 





just before the express 
up 


thrumming the road, 





bringing in the first detachment of 
bread winners. You can smell steak 
cooking from the side streets, and 
the kids running last minute errands 
to the delicatessen shop and bakery. 

Then the commuters begin to come 
up Main Street from the station. 
You know how they walk—briskly 
—evening papers showing white 
against dark clothes—and every 
other man carrying a package! 

That’s the discouraging part. 
Most of those parcels ought to come 
from local stores. The heavy object 
that’s weighing down the first man’s 
overcoat pocket actually clanks me- 
tallicly, and the handles of an alu- 
minum double-boiler are sticking 
through the paper on the bulky 
bundle under the arm of the next 
one. 

A mighty discouraging prospect— 
719 


but it never phased the Romaine 
brothers, of Hackensack, N. J. Every 
bundle-carrying commuter was a 
prospect, not a home town slacker, 
to them—and they are now selling 
so many of those prospects that they 
have to expand into the building 
next door. 


“What did you do to get all this 
business?” I asked of Demarest Ro- 
maine. 

He grinned. “Why, everything 


we could think of—from carrying a 
big stock to giving things away to 
attract trade.” 

“But the big thing?” I asked. 

“Well, to get down to brass tacks, 
the big thing was getting a clever 
woman to manage that end of the 
business. 

“T figured it out this way,” 
tinued. 


he con- 
“The one thing we could 
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offer our customers that a city de- 
partment store couldn’t was personal 
service. So we begin putting a dol- 
lar’s worth of personal service into 
every dollar’s worth of trade—into 
every package we wrapped up. I'll 
give you an example,” he added, and 
here is the story as Demarest Ro- 
maine told it to me: 

“Ever see a bride 
of kitchenware? No? 
mighty solemn occasion. 

“She and her husband work to- 
gether when they’re buying parlor 
furniture, wall paper and floor cov- 
erings. But when it comes to kitchen 


buy her outfit 
Well, it’s a 


hardware, why, that’s ‘her’ depart- 
ment, and she usually has to do all 
the buying. A 


sum of money has 


make her a present of a new alumi- 
num saucepan the first time she 
comes in the store. 

“When she comes, our Miss White- 
ley takes her under her wing. 

“In the first place, we don’t over- 
sell her, or sell her a lot of expen- 
sive things she doesn’t need. 

“Miss Whiteley sounds her out 
while she’s selecting a few funda- 
mentally necessary articles, and finds 
out just how extensively the bride is 
planning to furnish that kitchen. 
Then she helps her get a practical, 
workable outfit, stressing necessities 
and high quality. 

“The bride goes home satisfied, 
for she hasn’t bought any junk or 
any white elephants; and it’s a safe 


Romaine HARDWARE GCo., INC. 













ardware.Tools,Fipe & Pipe Fittings. Paints.Etc 


HAcKeENSACK.N.J. wr. 15, 1980. 


Miss Bride-To-ze, 
Honeytown Ave., 
Hackensack, NeJ. 


Dear Madam: 


We understand that you are about to be 


married and would beg to extend our best wishes for 


a happy married life. 
If 


1 sign your name on this letter 





ané bring it in the firet time you ere on Main Street, 





we will be very glad to present » free of charge, 





with one "Wearever" ataninun Sauce pan, 


for our Mise Whiteley, 


ask 


Youre truly, 
ROMAINE HARDWARE CO., Inc. 
Qantk) 
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ular stock that can be bought right. 

“Miss Whiteley dresses up our 
windows and inside showcase on 
Wednesday evening, and we’re ‘all 
set’ for a lively Thursday, Friday 
and Saturday, in the kitchen hard- 
ware end of our business. 

“A lot of our regular stock, as well 
as the things we’re featuring, is out 
where people can see and handle 
it, where it will practically sell it- 
self. And Miss Whiteley is there to 
supply the personal service—and to 
see that people buy the things they 
want and need most, and to make 
sure they really want what they buy. 

“Mighty few of the parcels that 
arrive in Hackensack nowadays on 
the 5:45 contain kitchen hardware. 











Examples of ad and “bride” letter used by Romaine Brothers 


been set apart ‘for kitchen things’— 
and usually it’s ’way too small—all 
out of proportion with the budget 
for a new brass bed and cedar 
clothes chest. 

“The girl doesn’t know exactly 
what she wants or what she can af- 
ford to buy. But she does want to 
make a good showing. Wants to 
prove herself a shrewd buying, eco- 
nomical wife! Wants her kitchen 
to look ‘like a million dollars’! 

“At a time like that, wouldn’t any 
girl appreciate the help of a woman 
who thoroughly understood her po- 
sition, and who knew house furnish- 
ings from A to Z? I'll say she 
would! And so we give her precisely 
that service. 

“We send out a letter to every 
bride for miles around, offering to 





bet she’ll come back to us the very 
next time she needs anything in our 
line. But that isn’t all! 


Interested in the Bride 


“It’s curious what a lot of interest 
neighbors take in a bride’s things. 
If you want to advertise a new arti- 
cle, sell one to a bride—and if you 
want to advertise your store, give 
every bride the biggest kind of a 
square deal. That’s our policy—only 
we don’t let the bride or her neigh- 
bor forget we’re in business. 

“Every Thursday we’re in the 
local paper with advertising, featur- 
ing fireless cookers, a‘ new stock of 
stamped metal, or aluminum ware, 
or wash boilers, or patent mops. Oc- 
casionally we have sales—big value 


sales—of anything outside our reg- 


Once the women are convinced that 
we give them as much for their 
money as they get at city depart- 
ment stores, they quit sending their 
husbands after the kitchen articles 
advertised in the New York Sunday 
papers. Our personal service counts! 
Husbands have been known to bring 
bundles of junk home from the city, 
but our Miss Whiteley, who deals 
with the women directly, has never 
yet let one of her customers carry 
home anything she was not fully 
sold to, nor has she ever oversold a 
credulous bride. 

“As I said before, if you want to 
advertise a new article, sell one to a 
bride—and if you want to advertise 
the integrity of vour store, give 
every bride a square deal. The news 
spreads!” 











The Way Clark Sells Accessories 


New Jersey Hardware Man Has Built Big Business in 


Car Comforts and Necessities for All Kinds of Cars 


By JOHN M. CLARK, JR. 
Of the Clark Hardware Co., Elizabeth, N. J. 


HETHER or not automobile 
accessories could be success- 
fully sold in a hardware store and 


be made to show a satisfactory re- 
turn on the investment was a much 
discussed question only a few years 
ago. 

All hardware men were not eager 
to admit this new department until 
they were fairly certain that the 
automobile, and later the motor 
truck and commercial car, were here 
to stay, and that the accessory mar- 
ket was stable and certain. 

When we hardware dealers are 
once shown the value of an article 
or a line of goods we are not slow 





to push the sales to the limit. When 
it was demonstrated that car equip- 
ment could be handled at the retail 


hardware store and that such 
equipment really belonged to our 
store more than to any other, 
room was quickly made to install 
a department even if other less 
profitable lines of goods were 
thrown out to provide the neces- 
sary space. 

Among the leading stores in 
New Jersey to stock the best 
equipment and find it profitable 
by splendid window displays and 
intelligent advertising has been 
the Clark Hardware Company, 
Elizabeth, N. J. 

About six years ago we took 
on a line of auto accessories and 
due to careful store service and 
strict attention to our customers, 
as well as the high quality goods 
offered at fair prices, it has be- 
come one of our largest and best 
selling lines. 

There is always a constant de- 
mand for automobile accessories. 
There are more cars made than ever 
before and there seems to be no 
abatement of the demand in sight, 
either for the business or for the 
pleasure car. So great has become 
the demand in Elizabeth for sup- 
plies that we are giving it unusual 
prominence in our publicity. Our 
show windows are given over every 
other week to automobile equipment. 
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The accessories window of the Clark Hardware Co. store is changed frequently 
and profits have also been found in the gasoline service which they have in 
front of the store in Elizabeth, N. J. 


And our local advertising carries 
the accessory appeal direct to the car 
owner. We have found it has paid 
well to keep up the local newspaper 
publicity to our window displays, 
even mentioning the show window 
display in copy. 

Every merchant should study his 
business carefully to learn where 
he may add sales building aids. 
Many unusual and unique, though 
simple, features may be made to 
turn a handsome profit if they are 
properly applied. A gasoline tank 
was installed some time ago on the 
curb in front of our store and we 
not only secured extra patronage 
from those who were our regular 
customers but considerable transient 
business was captured in this way. 
Car owners or drivers who had not 
been in our store before would stop 
and get a supply of gasoline and 
in many cases they would find a 
spark plug was needed. While in 
the store a hand pump or a tire, 
a tube or a windshield cleaner would 
also be purchased. Altogether these 
items would amount to quite a snug 
sum of money. From this we have 
made it a point to never neglect an 
opportunity to install every facility 
which will benefit the automobile 
owners who come near us. 

Another good asset developed in 
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our store is a neat display table 
on which are exhibited seasonable 
accessories. In the fall and winter 
we have auto robes attractively 
shown. When the streets are slip- 
pery or wet, skid chains are dis- 
played and also other articles such 
as windshield cleaners, sponges, 
chamois and cleaning agents. When 
the autoist wants his car to look 
attractive, usually in the spring, we 
display enamels, polishes, finishes 
and similar goods. These displays 
have become popular and customers 
always look them over; the result 
to us is very profitable and the 
means of bringing in new trade. 

How many merchants lose valu- 
able business by overlooking the fact 
that every time they mail a bill or 
a statement to a customer one or two 
circulars should be inclosed, featur- 
ing some important item carried at 
the store. This custom has been 
followed at our place for years with 
excellent results. It costs nothing, 
as the same postage which carries 
the bill also carries these extra letter 
inserts and these little circulars are 
furnished by the manufacturers 
with the name of the local dealer 
printed thereon. Take tires for 
example, all manufacturers send 
circulars with a stock and if the 
retail hardware merchant will use 
these valuable circulars this way he 
will not only help himself but win 
constant co-operation from the manu- 
facturer in helping to push other 
lines. 

Now here is another good sugges- 
tion which hardware dealers who 
sell auto supplies will find worth fol- 
lowing out; take several articles, 
say a can of auto soap, a sponge, 
a piece of chamois, and a can of 
polish. Group these and price them 
all for about $3.25. Do not deduct 
the price, but group them all regul- 
arly and call them a “cleaning out- 
fit.” This grouping idea rather im- 
presses the customer that he can 
get all he needs to keep his car 
clean and attractive for this price 
and he does not have to figure out 
what he wants nor how much each 
article costs. We have found this 
method met with wide approval and 
has substantially helped to increase 
our sales in the accessory depart- 
ment. Other groupings that may be 
used are spark plugs and wrenches, 
a rim wrench, tire iron and air 
gauge; a blow out patch, tube repair 
patches, tire talc, and valve insides. 
Many other combinations will sug- 
gest themselves as the dealer makes 
& little study of this idea. The re- 
sults obtained I am sure will more 
than compensate for the effort put 
forth. 


The average car owner, more 
particularly the new owner, knows 
comparatively little about the care 
of his car to say nothing of the de- 
tails of the mechanism. Since most 
all hardware dealers have touring 
cars of their own and run light 
delivery cars and often operate 
heavy trucks a great deal of car 
running and operating information 
can be gleaned by the shrewd dealer 
and this fund of knowledge can be 
capitalized and used to advantage 
by him among his customers. 

How many autoists have a correct 
knowledge of tire inflation, how 
many know all the ins and outs of 
lighting, and ignition wiring, or 
valve grinding or lubrication? Any- 
one can therefore easily perceive the 
wide field open for the accessory 
dealer to become a clearing house of 
technical information to whom the 
inexperienced autoists will flock for 
knowledge, and naturally buy acces- 
sories and equipment at such a store 
if the information forthcoming is ac- 
curate and a real service in every 
way. 

The hardware dealer can easily 
teach his store salesman all the 
essential points of the engine and 
other parts of the car so that in 
his absence the car owners can be 
served satisfactorily. 

With the accessory department 
well stocked and the car owners well 
circularized the hardware merchant 
stands every chance in the world to 
do a thriving business this season 
in this profitable line. The sales 
force in the store should be trained 
in the general knowledge of auto- 
mobile and motor truck supplies, 
and above all they should be taught 
to render prompt service to every 
customer. We never keep a cus- 
tomer waiting and this feature has 
attracted many new patrons to our 
store. 


Has New Branch Factory 


The Hemp Co. of America, Chicago, 
has concluded arrangements for the 
establishment of a large branch hemp 
factory at Roberts, in Barron county, 
Wisconsin. With the co-operation of 
W. H. Ash, president of the State Bank 
of Roberts, 2,500 bushels of hemp seed 
grown in Kentucky have been dis- 
tributed among farmers in the vicinity 
and from 275 to 300 acres are being 
seeded for the 1920 crop which is to 
supply the new factory. Thirty hemp 
harvesters have been purchased from 
the International Harvester Co. for 
sale or lease to growers. The project 


is in the nature of an experiment, but 
soil experts indicate that the district 
is suitable for hemp growing and a 
profitable crop is in prospect. 
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Find Good Market 
for Rose Bushes 


As Well As Seeds 


By HowArD H. MIGNEREY 


Danbury Hardware Co., Dan- 


bury, Conn. 


TWELVE years ago we were ap- 

proached by a traveling man in 
regard to putting in a line of two- 
year-old grafted rose bushes to retail 
at 10c. each. The proposition was 
looked upon as unfavorable, but we 
were induced to try a _ thousand. 
From that small start until to-day 
this department has grown by leaps 
and bounds until the present year 
when our contract called for 10,000 
pieces, many of which are sold or 
ordered in advance, and bringing 
hundreds of customers into our store 
which may never have come in other- 
wise. We select about 50 varieties 
of roses, gladiolus, tuberoses and 
dahlia bulbs, making up a list of 
these by numbers, advertising them 
in our local and suburban papers 
about two weeks in advance. The 
prices you will note in 1920 are 20c. 
to 25c. each. Our advertising gives 
everyone a fine opportunity to place 
his order in advance and leaves con- 
siderable for the hundreds who flock 
to the store on the sale date, and who 
usually buy a generous quantity of 
seeds, fertilizer, tools, etc., in addi- 
tion to the bushes or plants. We also 
carry a complete line of cabbage, 
cauliflower, astor, verbena, pansy, 
daisy and other plants grown by local 
gardeners. 

Our sales of plants alone run about 
$1,000 during the season of six 
weeks. Our addition of these lines 
of merchandise have got thousands 
of people looking to us as head- 
quarters for garden and lawn sup- 
plies, and who place implicit confi- 
dence in our salespeople’s judgment 
as to the best varieties. Several hun- 
dreds of homes for 50 miles around 
us have been beautified by these 
goods. Our salespeople have become 
very efficient as to the right and 
proper kinds for certain places, and 
hundreds of customers have been 
brought into “Danbury’s Greatest 
Store” by this one line. Our parcel 
post shipments of these amount to 
several hundred orders to out-of- 
town places every year. People buy 
these bushes in lots of from 1 to 150 
pieces to a customer. While profits 
on this line are limited, the getting 
of new customers each year is looked 
upon by us as well worth every effort. 











How the Gregg Hardware Co., Detroit, Samples Its 
Stock in Modern Store 
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The systematic sampling of practically everything in the store 


HE art of keeping all of the 
stock well displayed and in 
such a convenient manner that 
it ig easily reached by the sales force 
is one of the hardware store prob- 


lems that the Gregg Hardware Co., 
Detroit, have solved. The store ar- 
rangement was planned by Frederick 
J. Sage, who is also responsible for 
the hardware store of the Mellen- 


tl we bd 
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Wright Lumber Co., of Royal Oak, 
Mich., and many other up-to-date 
stores. 

In the Gregg store the panels are 
uniformly made and the heavier 
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Displays like these attract customers, who are saved time and trouble 


stock is affixed according to size. 
For instance, all of the fixtures for 
doors are kept together and each 
tagged in such a way as to be easily 
identified by the salesman, and thus 
the customer is served more quickly 
and is usually better satisfied. 

Locks and keys in every style and 
description and for almost any kind 
of a door are attached to one of the 
panels and some of the odd-sized ones 


are put at the top, while the others 
are placed neatly on the lower part 
of the panel. 

Door handles, safety devices, 
checks, casters, rollers and pulleys 
are kept together on smaller panels 
that are hinged and which can be 
raised from the bottom. 

Of course, chisels and similar 
sized tools are easily kept neatly ar- 
ranged, but without this panel idea 


the sampling of articles such as cali- 
pers, gages, dividers, micrometers in 
the various makes, and levels would 
be almost impossible. As it is, every- 
thing is kept right in its place and 
no lost motion or no unnecessary time 
is taken up by the tedious hunting up 
of these unhandy small items. 
Hinges, staples, wall hooks, screws 
in all sizes, and stationary rings are 
kept together in the same manner as 
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This system is certainly the cleanest way to keep samples 


the heavier stock and is really of 
more use for these things than for 
stock which is more easily located 
and not so easily lost. 

In these illustrations it will be no- 
ticed that the sampling is always ac- 
cording to size, and that there is 
never a repetition. There are so 
many different sizes of files that 
more than one board is used, and 


these are kept close together. Kin- 
dred articles are always associated 
where practical. Eighteen different 
kinds of wrenches are shown on one 
panel alone, while sixteen faucets are 
fastened to another. 

The importance of store arrange- 
ment cannot be over-emphasized. It 
is the’ making of many stores, and 
the success of stores these days de- 


pends a great deal upon systems that 
make it easier for the customer and 
save the time of the selling force. 
Your store can be made as attrac- 
tive and as convenient as any store 
in the ¢ountry with a little added 
effort and some simple system that 
helps both the customer and your 
store employees. It is these systems 
that make business a pleasure. 
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kept handy 
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articles are easily sampled upon these panels and always 











Small articles such as shown here are much better kept this way 
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Summer Toys for Vacation , Days 





Keeping the Children Amused on Rainy Days—Creat- 


ing Interest by Novel Contests and Original Schemes 


per I had read that it paid big 

to get the children interested 
in your store because in a few years 
they grow up and are buying your 
kind of stuff on their own responsi- 
bility. That sounded logical enough, 
but I didn’t see just how to interest 
the children in a stock of my kind. 

I guess the trouble with that was 
that I did not think enough about 
the matter. It’s easy enough to read 
good suggestions, but if a man stops 
with just reading them, they don’t 
help him. He has to think them 
over. 

Well, I got to thinking over this 
about interesting the children and 
just about that time along came a 
number of my hardware paper with 
a lot of advertisements in it about 
children’s toys. I always read the 
advertisements in the paper just as 
much as I read the other matter, and 
I read those toy advertisements, and 
right away I saw the answer to how 
to interest the children in the store 
and make money while I was doing it. 

I bought a lot of different kinds 
of toys. I didn’t buy much of gq 
kind, but I made up a big variety. 
I figured it that the more variety I 
had the more interested the kiddies 
would be. And I got the stuff just 
as we were having a week of rainy 
weather. You know ‘what a tough 


Sper I had re in a hardware pa- 


time the children have (and their 
parents, too) when there comes a 
long spell of vacation weather when 
the youngsters can’t go outdoors. 
Their mothers will do almost any- 
thing to pacify them and keep them 
amused, and if their fathers happen 





to be around, they’ll go the limit to 
buy peace. 

So I sent out a letter to all the 
parents on my mailing list and it 
read like this: 


Dear Madam—On rainy days it’s 
pretty hard to amuse the children 
and keep them from getting tired 
of playing inside. 

The right kind of a toy will often 
give a youngster an afternoon’s 
enjoyment entertaining himself, 
and it is worth while to have some- 
thing in the way of indoor amuse- 
ments on hand, saved up for rainy 
weather. 

We have a great variety of things 
suitable to entertain the young- 
sters and we would be glad to have 
you bring or send them in to look 
over our line. They will put in an 
hour easily in looking our toys 
over and we leave it to you to buy 
or not, as you desire. 

Wouldn’t some of these things 
help to make the rainy days slip 
by easier? 

Tools and tool chests 
tools omitted if you like). 

Construction toys for building 
mechanical things from wood or 
metal units. 

All kinds of novel building 
blocks for the younger ones. 

Sets containing all the parts for 
constructing airplanes. 

Electric trains and other motion 
toys; boys will spend days with 
these toys. 

Dolls for the girls. 

Indoor games. 

Everything in 
helps. 

Just let the children come and 
see what we have when a wet day 
begins to tire them. 

Yours very truly, 
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outdoor sports 


I made this a kind of stock letter. 
That is, I kept some of them on hand 
to mail out when a wet period set in. 
I made up a nice window display and 
left the awning down so the children 
could stand out there and look in 
without getting wet. And I made a 
display inside where the kiddies 
could look things over without being 
in the way. Of course I put the 
things they might injure inside of a 
show case away from their hands. 
But I made up my mind right at the 
first that I wouldn’t be fussy about 
letting the children look over the 
things. I might take a little loss 
from breakage now and then, but let 
that go as long as I interested the 
children. 

Then I used movie slides to adver- 
tise my toys. I got slides from the 
manufacturers and I made slides tell- 
ing about the toys, but the best ad- 
vertising slides were some I had 
made by a local photographer, who 
made them from snapshots I took. 
When I saw youngsters out in the 
street looking in at my window dis- 
play of coasters or scooters or some 
such riding toy, I’d take out one and 
get the best looking kid in the bunch 
to get on it and let me make a snap- 
shot. I took a little care to try to 
get the youngster of some prominent 
or well known family. Then this 
slide would appear on the movie 
screen without any reference to the 
family. They always heard of it 
and I simply explained that I took 
some snapshots just for fun, and 
then I’d give the slide to the kiddie’s 
mother. 

I follow this same idea now the 
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year around, getting pictures of all 
sizes of boys and girls using my 
coasters, roller skates, bicycles, flying 
my kites, sliding on my sleds. I go 
out wherever the youngsters are 
playing and snap the ones using 
things they bought from me. Then 
on the movie slide I run the line, 
“They Like Smith’s Skates” or 
“Smith’s Coaster Carts Beat Them 
All.” The boys and girls like to get 
in on these pictures and that makes 
them incline toward buying from my 
store. It links up the various-kinds 
of games and sports with my store. 
I don’t restrict the snapshots to any 
age, but I take them all ages, and 
sometimes I run half a dozen slides 
during a single motion picture show. 
I see that they are left on the screen 
long enough to be recognized, too. 


Contests for Children 

I found that the youngsters are 
always ready for any little stunt like 
a series of games or races or other 
contests and I am always getting up 
interest in such things by offering 
some little prize for the best on some 
street and sometimes I can get the 
older ones to coasting on coaster 
carts for the longest mark, and then 
I promote inter-street contests. All 
I have to do, really, is to suggest 
these things or to tell the kids in 
one street that those in another can 
beat them. Then I offer a prize and 
they’re off! All this helps to keep 
something doing in town. 

I have found that in school time 
a dealer can promote roller skating 
or bicycling races among the differ- 
ent classes or societies in the school. 
We have a well-paved street in front 
of my store and I get permission to 
hold roller skating races the length 
of the block, and bicycle races around 
the block. 

I have made up with great success 
a window display of air- 
plane toys, the kind that is 
comprised of a box of ma- 
terial for building model 
planes, and by offering as 
a prize one of the more 
elaborate boxes, I have got 
a lot of boys to competing. 
I have followed the same 
plan with the con- 
struction toys, of- 
fering prizes for 
the best-made me- 
chanical article, for 
the most unique 
construction, for 
the most useful ar- 
ticle, etc. To stim- 
ulate the sale of 
chests of tools I 


mens of carpenter work or cabinet 
work, etc. 

The contest kind of business get- 
ting scheme will always interest the 
youngsters and if you bear on hard 
enough and keep urging them on 
and advertising the plan, it will 
draw. But you can’t simply an- 
nounce a set of prizes and leave it 
to the interest to develop automati- 
cally. You have to stimulate it by 
displays of the prizes, by samples of 
work and material shown in the win- 
dows. 

Very likely some of these contests 
will not pay. Many of mine have 
not paid their way right at the time. 
But all this is a cumulative sort of 
advertising that keeps getting the 
people more and more interested in 
the game and toy line, and the dealer 
who goes at this hammer and tongs 
as I have, unless his competitors 
wake up and get back at him, will 
end by scooping in the trade. And if 
your competitors do get busy, that 
means a great interest developed all 
through the community in such mat- 
ters and the aggregate business in 


toys will increase by leaps and 
bounds. 
Try for the transient summer 


trade on these things, because people 
who are on their vacations will spend 
their money much more readily than 
when at home. They save up to 
spend on such trips. They buy things 
they would not think of buying at 
home. They spend freely and with- 
out much question. And if the chil- 
dren are not’ along, they want to 
get things to take home to them. 
The hardware dealer can make his 
windows and signs pull in this busi- 
ness. 
For the Side Street Merchant 
The dealer who is located on a 


side street—somewhere away from 














Hardware Age 


the main travel must reach people by 
advertising of one kind or another, 
and I believe the freak kind often 
pays along the line I am talking 
about, especially in summer vacation 
time. 


I hired two small boys to dress in 
clown suits and go out with one of 
my coaster carts and make them- 
selves conspicuous in the busier 
parts of the town. On the back of 
each one’ was sewed a sign, white 
muslin letters in black—“Toys at 
Smith’s.” This stunt did not send 
anyone right to me to buy toys. It 
was simply one of many things I did. 
I made it a point to have something 
new and different every week to keep 
people reminded of me and my toy 
stock. One week it might be a pretty 
girl on a bicycle with a sign fitted 
into the frame of the bicycle and not 
another thing about it in the way of 
advertising. The girl got attention 
by being pretty and dressed in a 
style just a little extreme. Another 
week it might be a toy airplane 
swinging from the middle of a rope 
across the street and perhaps kept 
20 feet from the ground with a sign 
offering the plane to any boy who 
could get it. I put it out only on 
windy days. 

I helped the boys to form an aero- 
plane club, to which any boy could 
belong when he had constructed a 
plane from his own material or from 
the boxed sets I sold. The club had 
a committee of judges to decide 
whether the applicant’s plane flew 
well enough or not, or far enough, 
and I supplied them with two or 
three books on such matters and got 
an ex-air-service man to give them 
some talks on flying. The boys took 
to this like ducks to water, and I got 
it under way just before the summer 
vacation season. I co-operated with 
the motion picture people to 
get certain reels showing 
airplane flights, construc- 
tion, ete. 

To push the sale of sand 
toys I made up a window 
display with a sand toy in 
operation, sand running in 
a fine little stream from 
above, where a big 
box was kept filled, 
and dripping on a 
wheel which it re- 
volved to produce 
the power to turn 
a series of other 
wheels. 





Mechanical Toys 
I made an effort, 
to have some kind 





have offered prizes 
for the best speci- 


Two future customers playing in the sand 


(Continued on page 
114) 








National Hardware 


ITH a view to obtaining accu- 
rate first-hand information 
relative to the present situa- 

tion in various lines of hardware, the 
National Hardware Association of 
the United States, through its secre- 
tary, T. James Fernley of Philadel- 
phia, recently addressed letters to a 
number of prominent manufacturers 
requesting information on the fol- 
lowing points: 

(a) The raw material market. 

(b) The labor situation. 

(c) The export situation. 


RAW 
(1) 


MATERIALS: 

Hickory has advanced 100 per 
cent in the last twelve months, 
and we are not able to get over 
50 per cent of our present re- 
quirements. 

We have a runaway market on 
our raw materials consisting of 
steel, steel products and ash 
handles. Steel has advanced in 
the last 60 days from 33% per 
cent to 100 per cent for shipment 
within reasonable date. Ash 
handles are very scarce and we 
are paying 200 per cent advance 
over the pre-war prices. 

Raw material is difficult to secure 
and prices are advancing, espe- 
cially timber for handles. Auto- 
mobile manufacturers are paying 
four times what we have been 
paying for timber of this kind. 
Have great difficulty in securing 
molded articles, grey iron and 
malleable principally. 

Raw material market very un- 
certain, difficult to secure sizes 
wanted from mills, and must re- 
sort to warehouses and jobbers’ 
stocks. Mills are limiting ton- 
nage and accepting no orders for 
shipment beyond sixty to ninety 
days. 

Having difficulty in securing 
steel to run our plant to capacity. 
Ash handles are 100 per cent 
higher than during pre-war pe- 
riod. See no prospect of lower 
prices in the near or distant 
future. 


LABOR: 


(6) 


(1) Labor seems to be very well sat- 
isfied and we are not having any 
trouble at all. 

(2) Our labor advance has amounted 
to from 125 per cent to 150 per 
cent above pre-war prices, our 








Association 
Among Manufacturers That Nearly All Products Are Affected 


(d) 


lated 


Finds 


Consumer demand. 
Replies received have been tabu- 
and have been sent out to 
members of the association. Some 


of the most informative replies re- 
ceived are here presented by per- 
mission of Secretary Fernley for the 


benefit of 
hardware trade not 


branches of the 
affiliated with 


other 


the jobbers’ organization. 
The information is given under 
various headings covering the lines 


regarding 


which information was 


sought. 


(3) 


(6) 


EXPORT 


(1) 


Agricultural Implements, Shovels, Ete. 


production declined to 33's per 
cent below the production of 1918 
and we are at present running 
on the same basis, namely 66 2-3 
per cent, as compared with the 
pre-war period. 

We are paying 120 per cent more 
for labor than we did in 1915, 
and still there is much complaint 
on account of the high cost of 
living. 

Labor situation has reduced pro- 
duction to about 80 per cent of 
the pre-war period. 

Labor has been fairly plentiful 
for the last eight months, and 
with the opening of spring there 
is considerable movement of the 
farmers who pay premium prices 
for labor in the spring. There is 
considerable unrest and appeals 
for higher wages. 

Although our men are working 
on a piece work basis, we have 
added bonuses to induce them to 
work the same number of hours 
they did before the war, but they 
only work 6 to 7 hours and cut 
our output down to about 65 per 
cent. 

SITUATION: 

We export very largely to Eng- 
land, Australia, Sweden, South 
America and Mexico; conditions 
are very satisfactory to us. 
Larger export business than we 
have ever had. 

The situation in the export 
countries in our line seems to be 
about the same as in the United 
States—they are willing to take 
all we can let them have on the 
basis of our prices to our domes- 
tic trade. We believe the pro- 
duction situation with our com- 
petitors in England, Belgium and 
Germany is worse than it is in 
the United States. 
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Shortages Exist in All Lines of Hardware 


U pon 


(3) 


(4 


(6) 


CONSUMER 


(1) 


(2) 


(3) 


(4 


~~ 


(6) 






Investigation 


A large portion of our export 
business has been with European 
countries where the present rate 
of exchange prevents our main- 
taining this connection. 

A very satisfactory export busi- 
ness was booked the last half of 
1919, but this is rapidly shrink- 
ing and will be seriously affected 
through the shrinkage of foreign 
exchange. 

Our export business while small 
is picking up wonderfully and the 
outlook in that respect is for 
a very much increased demand. 
We only export about 10 per 
cent of our output. As this goes 
to South America, South Africa 
and Australia, we have not had 
any difficulty since the shipping 
situation has cleared up. 


DEMAND: 

We do not anticipate any ces- 
sation of buying. 

The demands are very much in 
excess of the production, regard- 
less of prices charged, and it is 
for this reason only that we can 
afford to pay the exorbitant 
prices for raw material and la- 
bor. According to our way of 
thinking the future situation de- 
pends entirely upon the whole- 
saler, retailer and consumer. 
When their demands are satis- 
fied prices will begin to decline. 
We would not care to prophesy 
as to when this situation will 
come to pass. 

The difficulty of farmers in pro- 
curing labor reduces their de- 
mand for hand tools. They are 
buying more hay loaders, manure 
spreaders and manure carriers. 
The demand for our tools seems 
to be decreasing rather than in- 
creasing. * We are therefore seek- 
ing some new lines to manufac- 
ture to occupy our equipment. 
Prices have not affected the de- 
mand for our line. 

The consumer demand in our 
lines is exceptionally good re- 
gardless of the high prices. 
There are a few items, however, 
which we make, due to the in- 
creasingly high prices. We have 
before us a most uncertain and 
consequently unsatisfactory out- 
look for the next eight months, 
but by July we are hopeful of 
being able to get a more definite 
line on it. 

The demand has been unusual 
and new orders are coming right 
along from our regular custom- 
ers. We have declined new busi- 
ness for the past four months. 
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Household Goods 


RAW MATERIALS: 


(1) 


Raw material market is quite dif- 
ficult. Impossible to secure 
prompt shipments and in some 
lines difficult to secure assur- 
ances of a sufficient supply. Or- 


- ders have been entered upon a 


(2) 


(3) 


(4) 


basis of price ruling on date of 
shipment. 

Lumber situation is the most 
serious we have ever known; 
lumber has advanced over 100 
per cent since we quoted our 
prices in July and is continually 
advancing. Impossible to con- 
tract for any quantity or supply. 
We have enough lumber for our 
present season’s supply of 
screens, yet compelled to con- 
tinue purchasing right now for 
the season of 1921. There has 
been a recent advance in the 
price of wire cloth. 

Great difficulty in securing ade- 
quate supplies of raw materials 
and combined with insufficiency 
of railway service reduces our 
productivity. 

Raw material market in our par- 
ticular line is rather uncertain. 
We believe the situation is im- 
proving slowly. 


LABOR: 


(1) 


(2) 


(4 


— 


Labor situation is relatively not 
bad so far as supply is con- 
cerned, but it is far from satis- 
factory in point of efficiency 
compared with pre-war period. 
Our present production is con- 
siderably less per man than ever 
before and we are paying 50 per 
cent more than when the armis- 
tice was signed. 

Labor is extremely inefficient 
and the unquestioned shortage 
in the labor market appears to 
discourage the hope of reducing 
labor costs. 

The labor situation is more en- 
couraging and a distinct im- 
provement in this line is notice- 
able in applications for labor and 
efficiency in effort on their part. 


EXPORT SITUATION: 


(1) 


(2) 


(3) 


We are exporting only to old 
eustomers with whom we have 
established relations during the 
past three or four years, but are 
forced to decline business from 
new customers. There isa strong 
export demand from various 
parts of the world that could 
readily be converted into orders. 
More recently the exchange situ- 
ation has resulted in the con- 
traction of inquiries and orders 
from Great Britain. 

We do not do much export busi- 
ness in our line except a little to 
Australia and South Africa. 
Our exports to some of the 


countries of Europe are of course 
affected by the present adverse 
exchange situation, but in other 


(4) 


parts of the world the demand 
is very large and incessant. 
The export situation is one 
which surprises us very much 
for the reason that we are hav- 
ing a flood of inquiries and a 
large number of good orders, re- 
gardless of the handicap of ex- 
change. We anticipate a very 
large business in this depart- 
ment, and if we were able to 
supply the demands of the pres: 
ent day we could do a much 
larger business than we are now 
able to accept. 


CONSUMER DEMAND: 


(1) Prices 


(2) 


RAW 


(1 


(4 


) 


~— 


in our line (enameled 
household utensils) have been 
advanced only in keeping with 
increased costs, including labor, 
and at this time we can see no 
prospect of any cessation of buy- 
ing. We are sold up for several 
months ahead and customers are 
very insistent regarding ship- 
ments. We do not attempt to 
give an opinion beyond 1920. 

We believe the consumer demand 
will be very heavy for both screen 
doors and window screens. Dur- 
ing the past three or four years 
there has been very little building 
throughout the country until that 
which was started last fall. All 
of the new buildings of last fall 
will have to be screened this 
spring and, in addition, all of 
the buildings of this spring and 
summer will need new screen 


Mechanics 


MATERIAL: 


Raw material is difficult to ob- 
tain promptly and a tendency to- 
ward high prices. 

Raw material tendency higher, 
both in the metal and lumber 
lines, as compared with prices in 
effect even during war period. 
We are experiencing considerable 
difficulty in getting raw mate- 
rial. In fact, the situation is 
getting worse instead of better. 
Difficulties attending the produc- 
tion of tools will be very great. 
The steel strike and the coal 
strike have produced a shortage 
greater than the average buyer 
realizes. We cannot secure assur- 
ances of delivery in less than a 
year on new specifications. It is 
expected that when the railroads 
start to buy they must be given 
preference and this will postpone 
other deliveries to eighteen 
months. There is a growing 
practice to accept steel specifi- 
cations only subject to ability to 
ship and at prices ruling date 
of shipment. 


LABOR: 


(1) Labor 


far from satisfactory; 


(3) 


(4 


— 


Hardware Age 


equipment. There is nothing in 
the level of price on our goods 
to cause a cessation of buying, 
and furthermore we believe our 
goods are cheaper to-day than 
they will be during the next one 
or two years. There is liable 
to be a decided shortage of these 
goods during this season as well 
as considerable delay in shipping, 
as the car shortage is more pro- 
nounced right now than at any 
previous time. 

We realize that in general, prices 
of hardware have been advanced 
upon an average scale at least to 
increased costs—some items 
more, some items less. We have 
purposely made our advances as 
reasonable as possible, but with 
increasing costs we are doubtful 
of successful accomplishment. 
Regarding the consumers’ de- 
mands and the possibility of the 
present level of prices causing a 
cessation of buying, we beg to 
advise that never in the history 
of this business have the buy- 
ers specified more freely and in- 
quired less for prices and terms 
than now. The entire distrib- 
uting field is buying all the man- 
ufacturers can turn out and 
such is the condition throughout 
the country. We do not look for 
any let-up in the ordinary buy- 
ing by the consumers in the lines 
in which we are familiar. Most 
of the factories are booked 
ahead for nearly the entire year 
and we see no occasion for ex- 
pecting lower wage schedules. 


Tools 


(2) 


(4) 


production for same number of 
men compared with 1914 prob- 
ably 60 per cent, partly due to 
shorter working hours, partly to 
take it easy. 

Labor prices are considerably 
higher than during the war pe- 
riod and will average 125 per 
cent higher than pre-war wages. 
Production is not on the same 
average basis as pre-war produc- 
tion, not so much owing to the 
disposition of labor to curtail its 
efficiency, but more on account 
of the disposition of labor to be 
unstable, and the natural in- 
creased labor turnover increased 
production costs by reason of the 
expense of teaching new men 
standard processes. 

The cost of labor is rising with 
the cost of living. The cost of 
common labor has advanced in 
our vicinity 20 per cent to 25 per 
cent since last fall. However, 
labor conditions are undoubtedly 
improving. There is not such a 
large labor turnover and there 
is a greater disposition to work. 
The cost of labor will not in the 
future advance as rapidly as the 
cost of living, with a consequent 








(2) 


(3 


— 


(1) 


(2) 


(3) 











May 13, 1920 


‘decreased margin which will re- 
sult in a lessened purchasing 
power for labor. 


EXPORT: 
(1) Export demand 


is good, but 
some orders are being canceled 
because of the exchange situa- 
tion. 


(2) Export situation is at the pres- 


ent time extremely active, though 
indications are that there will be 
a material slowing up. 


(3) Our exports for 1919 were very 


satisfactory. Up to now this 
year there is a falling off, es- 
pecially from the European mar- 


kets. Outside of Europe our ex- 
port business is very satisfac- 
tory. 


(4) Foreign exchange situation with 


‘its curtailment of exports will 
not seriously affect the too] mar- 
ket. 


CONSUMER DEMAND: 


(1) Consumer demand has not ap- 


parently lessened. 


RAW MATERIAL: 
(1) Deliveries of steel bars can only 


be secured in six to nine months. 
Shear screws are from fourteen 
to sixteen weeks in delivery. 
Practically every item of sup- 
plies is difficult to secure and de- 
liveries extremely slow. 

Raw material very hard to get. 
Prices very high and an acute 
shortage, especially of such han- 
dles as bone, ebony and boxwood. 
Cutlery has recently advanced in 
price, but deliveries on _ steel 
fairly good. Market very stiff. 
Steel in fair supply, brass and 
nickel silver in ample supply, cel- 
luloid, bone stag and pearl in 
very short supply. 


LABOR: 


Labor situation, so far as quan- 
tity and quality are concerned, is 
very unsatisfactory. We cannot 
build up our force to normal pre- 
war size even, and are experi- 
encing the same trouble as else- 
where in that the individual pro- 
ductive capacity has declined. 
Labor not very efficient, skilled 
labor difficult to get. Production 
per dozen per employee below 
normal. Many cutlery workers 
left that industry during the war 
and have not returned. 

Labor supply inadequate, com- 
pelling upward wage trend. 
Shortened hours and lower ef- 
ficiency, considerably smaller out- 
put per workman. Factory labor 
cost has increased materially 
more than wage increases. With 
a larger working force and ex- 
tended plant, we have increased 
output more than 50 per cent 
over pre-war period on a united 
volume of product. 


(2) Consumer demand is above nor- 


(3) 


(4) 


mal, the present level of prices 
not having influenced that de- 
mand to an appreciable extent. 
In our hardware lines business 
has never been more active nor 
the demand more generally sus- 
tained. 

There seems to be no tendency 
toward letting up on orders from 
our domestic trade. It is greatly 
on the increase. 

The demand for hardware due 
to the shortage created by the 
war is so great that repressive 
influences cannot seriously or for 
any length of time check the vol- 
ume of business. Regardless of 
what effect advancing costs may 
have upon the prices of tools, the 
demand must be satisfied. The 
shortage is so great and the dif- 
ficulties attending production 
are so great that it will take 
years to supply the demand. The 
waves will rise and fall, but the 
tide will continue to run strong. 


Cutlery, Pocket Knives, Scissors, Shears, Ete. 


EXPORT SITUATION: 


(1) 


(2) 


(3) 


RAW 
(1) 


We export so very little direct 
that we are not qualified to 
comment on this paragraph. 
The demand for export has never 
been as great; up to this writing 
it has not been affected by the 
exchange situation. Largest ex- 
port market Latin America. 
Good volume coming to us from 
England and her colonies. No 
orders cancelled and new orders 
being booked at prices ruling 
date of shipment. The whole 
world seems to be in the mar- 
ket for cutlery items. 

Export trade negligible. Do- 
mestic trade requirements have 
exceeded factory capacity. 
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CONSUMER DEMAND: 


(1) Consumers’ demand 


— 


not de- 
clining in any way. Unheard of 
prices in our line have prevailed 
for many months and not a 
month goes by but shows our un- 
filled orders largely increased. 
So long as labor is getting the 
present high prices we look for 
no cessation of demand even in 
an article like ours, which could 
easily be called a luxury. It is 
entirely within the range of pos- 
sibility that prices in this line 
will advance still further, cer- 
tainly so if any further demands 
of labor have to be met. 

Consumer demand never’ so 
heavy. Not so affected by the 
advance 


is 


prices. Advances in 
household cutlery lines not as 
radical as on some others. Ad- 


vance for the past four years on 
most staple items varies from 
53 per cent to 117 per cent. Do 
not anticipate that consumer de- 
mand will become less on ac- 
count of prices, as advance per 
unit is small in money value. 
As an example, a knife that for- 
merly retailed for 25 cents now 
retails for 60 cents. A knife 
that formerly retailed for 10 
cents now retails for 15 cents. 

Reports from our trade indicate 
freer buying at present prices 
than last year. Price advances 


of 10 per cent on the general 
pocket line and 25 per cent on 
pearl goods, Jan. 1, 1920. Im- 


ports of pocket cutlery not like- 
ly to reach a volume this year to 
affect prices. Trade reports in- 


dicate increased orders. Fac- 
tories now ordered about six 
months ahead; terms by most 


factories prices ruling at time of 
shipment. We believe factory 
costs by July 1 will be higher 
than at present. 


Sporting Arms 


MATERIAL: 

Raw material for use in the 
manufacture of our product is 
scarce and difficult to secure. 


LABOR: 


(1) 


RAW 
(1) 


The labor situation is stable. 
Skilled mechanics scarce and un- 
skilled labor very scarce. Our 
present production is entirely 
for commercial use. 


Builders’ 


MATERIAL: 

Raw material market in our line 
is very strong particularly in 
iron and steel, which make up 
the largest tonnage. Prices are 
very firm, with a tendency to go 
upward, and deliveries are slow 
and insufficient in volume, limit- 


EXPORT SITUATION: 
(1) There 


is a goed demand from 
some foreign markets and a very 
limited demand from others for 
our product. 


CONSUMER DEMAND: 
(1) The present prices, 


which are 
considerably higher than the 
pre-war, probably affect the sale 
somewhat, but not seriously. 


Hardware 


ing our production in some lines. 
In many instances the mills de- 
cline to accept orders, being al- 
ready oversold. In other cases 
mills will only accept orders sub- 
ject to prices ruling at time of 
shipment. 


(Continued on page 114) 
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Show Card Writing for the Beginner 


By JOSEPH BERTRAM JOWITT 


| Pig recently the field of the 
lettering pen has been a lim- 
ited one. There are numerous let- 
tering pens on the market to-day 
which were never heard of a few 
years ago, but the ever-increasing 
demand for show cards has made 
the lettering pen a_ necessity. 
Hence the invention of the “Speed 
Pen.” 

The round writing and engross- 
ing pens with the slanting points 
were intended for small lettering, 
such as price tags and where much 
small reading matter is required on 
larger show cards. No one ever 
thought of writing large letters 
with a pen until the advent of this 
speed pen, which is manufactured 
by the Esterbrook Pen Co. of Cam- 
den, N. J. 

Anybody can do lettering with 
this pen, as it requires no “breaking 
in,” it will not spread like a brush, 
will not break under heavy pres- 
sure, and has become part of every 
progressive show card writer’s 
equipment. 

There are six different sizes, 
Nos. 1, 2, 3, 5, 6 and 7; sizes 1 to 
5 are made for all round or Roman 
letters, and Nos. 6 and 7 are for 
square or block letters. Nos. 5 and 
7 will make letters up to 3 inches 
in height. 

In general appearance the pen is 
like the ordinary steel pen—with 
these differences: instead of the 
usual points, the nibs consist of 
two hemispherical, flat surfaces, 
with a fine split between them. To- 
gether they form a perfect circle, 
so that whenever the pen is placed 
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reproduces the human voice, 
violin and other instruments 
so distinctly that the very 
personality of the artist is 
revealed. 


OIG 


on paper it produces a solid circle 
of ink or color, and, if it be drawn 
along, a solid, uniform line with 
those perfectly rounded terminals 
so difficult to obtain with other let- 
tering pens or drawing instruments 
that are used. 

A reservoir is attached to each 
pen, which holds sufficient ink to 
make several letters, and renders 
unnecessary frequent dipping in the 
ink bottle. 

Ordinary pen-holders may be 
used for any of the sizes in which 
these pens are made. No. 1 makes 
a fine stroke for small lettering; 
No. 2, medium stroke; No. 3, a broad 
stroke; No. 5, a very broad stroke; 


the rectangular points, No. 6, 
broad; No. 7, very broad. 
These styles give _ practically 


every desired effect, and can be 
utilized, with a little planning, to 
produce very striking results with 
great ease. Any style of lettering 
may be copied. The pens will not 
spread or make ragged edges like 
some brushes do. Keep fingers 
well down on the pen handle, press- 
ing firmly, always keeping the 
“bill” of pen flat on paper, using a 
free arm motion. 

A little trouble may be experi- 
enced at first getting the. ink to 
flow freely; it must not be too thick 
or too thin, but if the beginner re- 
members this and does not blame 
the pen he will soon find out just 
what consistency the ink should be. 
India ink, which may be purchased 
in any stationery store, works very 
well in these pens and requires no 
thinning. 
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Heavy letters can be done as well as with a brush 
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Wringer and washer operate at 
same time. Wringer swings 
completely around and locks in 
any position. All gears are slow 

moving and completely enclosed 
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Shading can be done with this pen 


The pen should be dipped deeply 
enough to fill the reservoir. Rest 
the underside of the nib on neck of 
bottle to drain off surplus ink—this 
will prevent any drips or blots on 
your card. 

Notice the direction the arrows 
point; this will help you to form 
each letter, showing what direction 
to start and how many strokes to 
take to complete each letter. 

Always draw the pen down or 
from left to right. Never push the 
pen! 4 

Study carefully the forms and 
proportions of each letter shown 
here. It is a good idea to sketch 
out what lettering you wish to do 
with a pencil first, then go over 
these lines with the pen. 

These pens will be found particu- 
larly useful for hurry-up_ work. 
No. 7 will make letters plenty large 
enough for a full sheet card, which 
measures 22 x 28 inches. 

Always be sure to have all hori- 
zontal lines drawn the height you 
wish to make your letters. Then 
proceed to lay out your work in 
lead pencil, after which retrace 
with the speed pen. 

All new pens are dipped in a sort 
of lacquer, to prevent them from 
rusting. To remove this lacquer, 
hold pen in the flame of a lighted 
match for a few seconds and the 
ink will then flow more freely. This 
will also remove some of the tem- 
per from the pen and make it much 
more flexible. 

Hardware men will find these 
pens particularly useful for making 
all kinds of small card signs, for 
bolt and screw cabinets, for tool 
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One of the Goodell-Pratt Products. 
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Heavy letters and light shading, all with the same pen 


bins, and small auto accessory show 
cards, such as the different sizes of 
automobile tires for tire rack. 
The letters will present a much 
more finished appearance if shaded 
a light blue, green or gray color, 
as shown in the illustration. 
Study the different kinds of letter- 
ing shown here, round, oval, square, 
slanting, old English and back-hand 
letters, which were all made with 
six different sized speed pens. 
Constant practice with these pens 
will enable the beginner to do bet- 
ter brush work. If very large let- 
ters are required, they may be out- 
lined with the pen and afterward 
filled in with a brush. 


Hints for Beginners 

The best way to get the hang of 
this speed pen is to draw several 
horizontal and upright lines, circles 
and semicircles, using a ruler to 
guide the pen for all straight lines 
and a pencil compass to make the 
circles, which afterward are to be 
traced over with the pen 

Numerals are more easily made 
with the speed pen than with a 
brush, as any brush will naturally 
“spread” under pressure; it there- 
fore requires several single strokes 
to complete each numeral, while 
the round speed pens will make any 
numeral with one continuous 
stroke, with one dipping, and with- 
out removing pen from the paper. 

There is practically no end to the 
fancy scrolls, boarders and orna- 
ments that can be made with the 
round speed pens. It is only a mat- 
ter of copying some of the new com- 
binations of scrolls, dot lines and 
circles which may be found in nu- 
merous magazine and newspaper 
advertisements. 

Care should be taken to keep 
pens free from dirt; when they be- 


come clogged with dried ink, etc., 
place them in water for a few min- 
utes, after which shake them well 
and they will be ready for use. The 
life of an ordinary pen is from 100 
to 300 words. The speed pen will 
last indefinitely with a little care. 


New Corporation 


The Manufacturers Sales Co. of 
Rosholt, Portage county, Wis., has 
been incorporated with a capital stock 
of $25,000 to do a wholesale and retail 
business in hardware, implements and 
general equipment for the farm. The 
incorporators are Carl Rosholt, J. L. 
Jensen, M. B. Wolding, W. L. Selmer, 
Alvin Sether and J. H. Hanson, all of 
Rosholt. 


The E. A. Soule Sales Co. of Almond, 
Portage county, Wis., has been organ- 
ized by E. A. Soule, C. G. Soule and 
O. A. Crowell, and incorporated with 
a capital stock of $30,000. It will 
operate a garage, repair shop, and 
motor accessory store. 
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Coming Conventions 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, composed 
of Alabama, Florida, Georgia and Ten- 
nessee State Associations, Convention 
and Exhibition, Atlanta, Ga., May 4, 
6, 7, 1920. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, 
Atlanta, Ga. 

LOUISIANA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Alexandria, La., May 10 and 11, 1920. 
R. D. Nibert, secretary, Bunkie. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Texas, May 10, 11, 1920. E. P. 
Thompson, secretary-treasurer, Mem- 
phis, Tex. 

SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, Atlantic City, N. 
J., May 11, 12, 13, 14, 1920. Headquar- 
ters, Marlborough-Blenheim. John 
Donnan, secretary, Richmond, Va. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, Atlantie City, N. J., 
May 11, 12, 13, 14, 1920. Headquarters 
Marlborough-Blenheim. F. D. Mitchell, 
secretary-treasurer, Woolworth Build- 
ing New York City. 

HARDWARE ASSOCIATION OF THE CARu- 
LINAS CONVENTION AND EXHIBITION, 
Greenville, S. C., May 11, 12, 13, 14, 
1920. Headquarters, Imperial Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

NATIONAL RETAIL HARDWARE ASSO- 
Fy CONVENTION, Buffalo, N. Y., 
June 22, 23, 24, 25, 1920. Headquarters, 
Hotel Lafayette. Herbert P. Sheets, 
secretary, Argos, Ind. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Agricultural College, 
July 13, 14, 15, 1920. E. R. Gross, sec- 
retary-treasurer, Agricultural College. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 


TION AND EXHIBITION, Armory, Louis 


ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 
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HERE ARE some of the different sizes 
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Calling a Halt on Rising Prices 


John Wanamaker Starts Campaign by Inaugurating 


Mammoth Sale—His Views on Present Situation 


John Wanamaker, the great Phil- 
adelphia and New York merchant, 
believes he has found a way to call 
a halt on rising prices of merchan- 
dise. In New York and Philadel- 
phia newspapers he has announced 
a sale of every article in his stores, 
comprising stocks valued at $20,- 
000,000, at 20 per cent less than 
their regular selling prices. The 
only exceptiuns are certain articles 
sold under re-sale price agreements 
with the manufacturers. 

Possibly nothing that has been 
done in the campaign against the 
high cost of living has attracted the 
widespread attention that the Wana- 
maker sales have received. 

Mr. Wanamaker said in an inter- 
view with the New York World that 
“the high prices do not originate 
with the distributers.” He blames 
speculation and under-production. 
However, he adds, matters have 
reached a point at which it is neces- 
sary for the distributers to save the 
situation. 

“This ig an opportune time,” he 
declares, “for any man who has in- 
fluence to ioosen the screws that 
have wound up the machinery of dis- 
tribution and manufacture to the 
high point of the present hour. The 
manufacturers, having had the bene- 
fits of good times, should help in 
satisfying the people that they are 
disposed to share with them the high 
cost of living, and this can only be 
done by lessening prices. 

“But the distributers, the mer- 
chants,” he adds, “must, it seems, 
make the beginning. And the small 
merchant can do it as easily as the 
larger ones. He will do wisely to 
turn into money the goods he has ac- 
cumulated during the past six 
months. Even if he took cost price 
for them he could take the money 
and add to his business with new 
stock, which would make more work 
at mill and shop. And more such 
work would use up stocks on hand in 
these producing plants and provide 
work for many willing people.” 


Mr. Wanamaker emphasizes the 
point, however, that more people 
must “go to work” before the de- 
sired end can be accomplished. 


Scarcity is what puts prices up, and 
that is one of the first things, he de- 
clares, that should be overcome. 
“Speculation is at the root of all 
the present troubles,” he went on, 
“but not speculation by the distribu- 


ters. It has been among the owners 
of the bags of wool, the bales of cot- 
ton and the bundles of hides. Prices 
are increased again and again before 
the man who owns a loom begins to 
weave, before the shoemaker ever 
touches the leather with his knife. 
The distributers have had to pay 
the high prices to get the goods they 
require for their customers, and they 
have had to affix prices to afford 
them a profit. 

“But the time has come to show 
the people of the country that the 
distributers are willing to share the 
burdens with them, and that is what 
the two stores that bear my name 
are trving to show. If our stores 
can do it and make a fair profit 
other stores can do it—the lesser 
merchants, as I have pointed out. 
And I know from years of experi- 
ence that the people are willing to 
give you a fair profit if you play 
the game squarely. € 


Will Not Listen to Pleas to Desist 


“But the plan we have inaugur- 
ated has not met with favor every- 
where. Strangely enough, I have re- 
ceived letters and telegrams and vis- 
its from manufacturers or their rep- 
resentatives protesting against what 
my stores are doing to-day. They 
have asked me not to sell the goods 
which I have bought and paid for at 
the reduction I have announced. But 
the Wanamaker stores will continue 
to do this for the period we have al- 
ready decided upon. 

“I believe this to be a wedge, and 
a sharp one, driven into the high 
cost of living, which I hope will in 
time split it open and let in both 
light and reason. 

“The response to the advertise- 
ments in the papers to-day has made 
a marked increase in our business, 
and in the matter of the purchase of 
a million dollars of stock each week, 
let me tell you that a big shoe manu- 
facturer sent me word to-day that 
he had a large stock to dispose of 
and offered better terms than the 
cash which the announcement offered 
for the goods. I am sure that this 
plan of ours will be more successful 
than many people imagine it can 
possibly be. It will show the people 
that we are willing to share the 
high cost with them. And when the 
other distributers in the country 
adopt a like plan it will do a great 
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deal toward solving the most per- 
plexing problems of our times. 

“If the Wanamaker stores can of- 
fer goods at a reduction of 20 per 
cent from prevailing prices and still 
obtain a fair profit, a reasonable re- 
turn for the money invested in the 
merchandise, then the manufactur- 
ers can well afford to reduce the 
prices they are asking for their 
products.” 

So many requests reached the 
Wanamaker stores from merchants 
and manufacturers as to the rea- 
sons for the sweeping reduction in 
prices that the following special 
statement was issued: 


Volume is the keynote of American 
big business. The high standard of 
living and the low prices prevailing in 
the United States prior to the war 
were made possible largely by vol- 
ume—on the part of the producer of 
raw materials, the manufacturer of the 
finished product and the merchant- 
distributer to the consumer. 

To-day production is not going at 
full capacity, and the result is that 
prices are high, with little real pros- 
pect of their coming down until pro- 
duction reaches a normal volume. 

High prices cause a curtailment of 
consumption, which in turn means that 
the manufacturer cannot produce his 
normal output with the expectation of 
selling it at these high prices. Thus 
the vicious circle is joined. In the 
effort to make the first real break in 
this oppressive circle the Wanamaker 
Stores, with full knowledge of all that 
it involves, have taken a step unprece- 
dented in the history of merchandising. 

Though to-day manufacturer, mer- 
chant, banker, economist are all frank 
in stating that their judgments as to 
the future prices are but guesses, the 
Wanamaker stores offer their entire 
stocks without reservation of any kind 
at one-fifth off. The result of this 
offering no one can know, but we have 
faith in American business, and we be- 
lieve that by making this experiment 
something will be learned of value to 
the governmental, financial and mer- 
cantile interests of the country. Very 
frankly, from our own viewpoint as 
merchants, we believe that the _ in 
creased volume which will come as the 
result of this lowering of prices will 
enable us to justify the losses taken on 
our stocks. 

We believe this is the proper time to 
begin to reconstruct business on a 
peace-time basis. 

Already some mills are not running 
at capacity because the public cannot 
use the total production at the high 
prices prevailing. This condition will 
undoubtedly correct itself over a period 
of time, following economic laws. If, 


however, the adjustment can be made 
quickly, it will be so much better for 
the consumer, who needs the merchan- 
dise, and for labor, which needs the 
work. 

Such a movement as is inaugurated 
by the 20 per cent reduction sale at 
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Wanamaker’s cannot help but stabilize 
prices. First of all, it will indicate at 
what prices the consuming public can 
absorb the great volume of production. 
Second, if there are any stocks of 
hoarded goods held by profiteers for a 
rising market, they will undoubtedly 
be brought into the open. Third, some 
sort of a staple market price will be 
established for merchandise of various 
characters, thus enabling financial in- 
terests to make their loans on some 
real basis of value. Fourth, the eco- 
nomic law of competition will force into 
line those retailers, few though they un- 
doubtedly are, who have taken advan- 
tage of the unstable condition to obtain 
for themselves unfair profits, thus re- 
leasing governmental investigations and 
activities to more normal fields. 


Reduction by Another Large Depart- 
ment Store 


Another large department store, 
Strawbridge & Clothier, Philadel- 
phia, has also taken a forward step 
in the reduction of selling prices. 
The remedy for the present situa- 
tion, this firm states in a full-page 


newspaper advertisement, is work, 
reasonable economy and carefti 
shopping. “A Big Day’s Work for 


a Big Day’s Pay,” should be the 
present-day slogan, they say. The 
lowering of prices, Strawbridge & 
Clothier declare, is ‘“everybody’s 
problem.” They declare that “prof- 
iteer” is a much-abused word. It 
has been applied “recklessly and in- 
discriminately to honest and con- 
scientious merchants, who must bear 
the odium along with the compara- 
tively few who are taking unfair ad- 
vantage of the present situation. In 
some lines,” they go on to say, “there 
is undoubtedly a cornering and ma- 
nipulation of raw materials which 
make prices exorbitant. Wages are 
high, and should be high; but cer- 
tain workers are now in a position to 
demand more than their share as 
compared with others in lines where 
there is no pronounced scarcity of 
labor. A few retailers may be goug- 
ing; but retail profits cannot, as a 
rule, be excessive, because the scarc- 
ity of goods is not so acute as to 
eliminate competition as a factor. 

“We hold no brief for the manu- 
facturers,” their statement  con- 
tinues, “but we believe most of them 
are as anxious as the retailers to 
restore normal conditions, and in 
many cases almost equally helpless 
in controlling cost of production. A 
very serious factor in the H. C. L. 
situation is the curtailment in many 
industries of production per man 
per day. It is not the high wages 
paid, but the lesser amount of work 
performed that is the unnatural and 
dangerous barrier to regaining a 
normal balance.” 





Crescent City, Fla., 
May 1, 1920. 
The HARDWARE AGE, 
New York. 

Gentlemen: After 25 years 
of successful business, I have 
disposed of my stock of hard- 
ware, paints, etc., to A. B. Tor- 
rey, a loca) merchant, and I 
will therefore retire from the 
“game.” I wish to state, how- 
ever, that I have also been a 
subscriber to your publication 
for the same length of time, 
and I attribute my success in 
no small degree to the valuable 
and timely hints and sugges- 
tions derived from your paper. 
“Take it from me” that all mer- 
chants who do not subscribe to 
the HARDWARE AGE are losing 











money. Very truly, 
PAUL C. SMITH. 
In conclusion Strawbridge & 


Clothier make this statement: 

“Is it not time to stop the loose 
and indiscriminate use of the 
epithet, ‘profiteer?’ It cannot be 
justly applied to any merchant of 
established character and reputation, 
who has no more power to reduce 
prices than his customers have—ex- 
cept in so far as he is willing to help 
relieve the situation by sacrificing 
profits to which he is legitimately en- 
titled—and that is exactly what this 
firm has decided to do to a very con- 
siderable extent during the next 
several weeks, as it has done in the 
past week.” 


Keystone Varnish Contest 

With a view of locating any hidden 
or undeveloped talent in the ranks of 
hardware and paint dealers, the Key- 
stone Varnish Co., Brooklyn, will run 
a window display contest, open to all 
dealers handling Keystone products. 

The contest opens June 1 and closes 
July 15. The company’s window mate- 
rial, as supplied upon request, must be 
used in making up the display. 

In the past Keystone dealers have 


been supplied with window displays 
that were gotten up by professional 


display concerns. It has come to the 
attention of the company that some re 
tailers have improved upon the sug- 
gested layout using the same material. 
It is such rearrangements that the 
Keystone Varnish Co. wishes to place 
on record. 

Prizes will be offered to recompense 
the winners for their efforts. 





The Sun Varnish Co., Louisville, Ky., 
manufacturer of paints and varnishes, 
has increased its capital from $100,000 
to $200,000. 
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Mrs. Hibbard Dead 


Mrs. W. G. Hibbard, widow of the late 
William Gold Hibbard, one of the origi- 
nal founders of the wholesale hardware 
firm of Hibbard, Spencer, Bartlett & 
Co., Chicago, and the mother of Frank 
Hibbard, the present first vice-president 
of that firm, died recently at her resi- 
dence, 1701 Prairie Avenue, Chicago, at 
the age of 85 years. 

Mrs. Hibbard gave the bulk of her 
fortune to charity and founded many 
institutions in Chicago for the benefit 
of the poor and afflicted. One of her 
favorite sayings was “I want to leave 
descendants, not heirs,” and most of her 
life was devoted to the fulfilment of 
that wish. Hospitals, schools, missions, 
theological seminaries and libraries re- 
ceived Mrs. Hibbard’s attention and 
financial support. Her income was de- 
rived as a stockholder in the Hibbard, 
Spencer, Bartlett & Co., hardware firm. 

Mrs. Hibbard is survived by three 
daughters and one son. She was buried 
in Graceland Cemetery, beside her hus- 
band, who died in 1903. 


Back from Australia 

Mr. A. Stewart Hunt, assistant man- 
ager for Henry Disston & Sons, Inc. 
(Australasia), Ltd., Sydney, Australia, 
has recently returned after spending 
the past seven years traveling in Aus- 
tralia and New Zealand. Mr. Hunt ex- 
pects to return to Sydney after a few 
months’ visit to his home in New York 





Hold Annual Dinner 


The annual banquet tendered to 
department managers and employees of 
the Hardware Dealers’ Mutual Fire 
Insurance Co., the Hardware Mutual 
Casualty Co., and the Wisconsin Re- 
tail Hardware Association, having joint 
headquarters at Stevens Point, Wis., 
was held April 13 in the club rooms of 
the Public Library, under the direc- 
tion of P, J. Jacobs, secretary and busi- 
ness manager of the three organiza- 
tions. When the event was instituted 
about five years ago, plates were laid 
for five guests. This year the number 
was sixty, including the forty em 
ployees, the wives of the married men, 
and two specially invited guests, 
namely, C. I. Buxton, secretary of the 
Minnesota Implement Mutual of Owa 
tonna, and Thomas G. McCracken, sec- 
retary of the Minnesota Hardware Mu- 
tual of Minneapolis. 


Will Make Accessories 


Cloud 
has 


The 


cago, 


Accessories Corp., Chi- 
recently been organized t 
sell the cord fan belts, lining for Ford 


transmissions and spark plugs. The 
new company will be headed by Ken- 
neth Cloud, who has been associated 


with the manufacture and merchandis- 
ing of auto accessories for the past six 
years. 

The main offices and store rooms of 
this new company will be located at 
1408 South Wabash Avenue. 























The Freight Car Shortage 


E are all salesmen. Whether we sell goods or 

service, opportunity or good will we all 

sell something to somebody, somewhere, 
for a living. It is, perhaps, safe to say that very 
nearly two-thirds of the people in the United States 
make their living by some phase of the great 
business of distribution. 

The bed rock upon which all distribution and all 
prosperity in this country is founded is the rail- 
roads. The recent railroad strike amply demon- 
strated this fact and now the present shortage of 
freight cars is adding daily emphasis to the vital 
importance of the railroad situation. 

A warning is being sounded by railroad officials 
everywhere. A freight car famine, more serious 
in its consequences than all the combined Bolshev- 
ism of the world, is already upon us. The situa- 
tion concisely is this: 

During the war few cars were built. As a re- 
sult there is now a shortage of nearly 300,000 
freight cars. Every mine, mill, factory and dealer 
in the country has already been either directly or 
indirectly affected. G. F. Rwe of the Minneapolis 
Chamber of Commerce, told the House Interstate 
Commerce Committee last week that the shortage 
of freight cars is partly responsible for the high 
cost of foodstuffs. The Middle West grain dealers’ 
and farmers’ associations have asked that an addi- 
tional $300,000,000 be advanced to the railroads 
by Congress to relieve the situation. 

Irrespective of Congressional aid railroad offi- 
cials say that freight rates must be raised 30 per 
cent. The Interstate Commerce Commission is at 
present considering this claim. If granted rail- 
road men say it will enable greatly needed build- 
ing, the borrowing of necessary capital and justi- 
fiable increases in wages. 

A prominent railroad expert has estimated that 
262,000 freight cars are needed to make up the 
present shortage, 100,000 more are needed for an 
adequate surplus, 126,000 are needed to care for 
increased traffic, and 120,000 to cover deferred and 
normal retirement of worn-out cars, which would 
make a grand total of 608,000 freight cars alone, 
to mention nothing about other necessary equip- 
ment. 

To build one-third of that number would be al- 
most literally impossible under present conditions. 
At a recent conference at Chicago the presidents 
of sixty-five railroads estimated that $600,000,000 
is needed for 1920 equipment, which included only 
200,000 freight cars. These 200,000 freight cars 
would cost approximately $500,000,000, which 
would leave only a comparatively small sum for 
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other equipment, such as locomotives which cost 
between $50,000 to $100,000 apiece. 

It will take $1,600,000,000to provide the railroads 
with the equipment of which they are short. The 
$600,000,000 estimate would merely provide the 
minimum of equipment that the roads need. The 
banks have informed the railroads they will be 
unable to lend more than $150,000,000 for the pur- 
chase of new equipment and that sum will prob- 
ably bear an interest rate as high as eight per 
cent. 

The railroads are making the best of a bad 
situation. Traffic has never been so heavy. For 
instance, the freight train performance, net ton 
miles, for all roads under the Railroad Administra- 
tion, during February, 1920 (the latest figures 
available) was 32,561,891, compared to 25,473,729 
for February, 1919. Mixed and special trains are 
not included in these figures. The efforts that the 
railroads are making now to handle the serious 
congestion in freight is a testimonial of the highest 
kind to American ingenuity and administrative 
ability. 

There is also another aspect to the situation per- 
tinent to all hardware men. Shippers, it is claimed, 
are further complicating the situation by delaying 
car movements and by slow loading and unloading, 
and also by not packing the cars to their full capac- 
ity. But it is well to emphasize the fact that the 
present trouble has not been caused by any single 
outstanding condition but by a distressing combi- 
nation of circumstances. 

The only remedies at hand would seem to be in- 
creased freight rates, additional financial aid to 
the railroads by Congress, and greater and more 
thorough co-operation with the railroads on the 
part of both large and small shippers. In this con- 
nection one of the last orders of the former Rail- 
road Administrator, Walker D. Hines, is consid- 
ered by railroad men and shippers alike to be one 
of the fundamentals on which to base a solution 
of the car famine. It read: 

“Shippers by freight can do their part by: (1) 
Loading all cars to full visible or carrying capacity. 
(2) Ordering cars only when actually required. 

3) Eliminating the use of railway equipment in 
trap or transfer service when tonnage, can be 
handled by motor truck or wagon. (4) Reducing 
the diversion and reconsignment of cars to a mini- 
mum. Receivers of freight can assist by: (1) 
Prompt unloading of cars and notice thereof to the 
carrier. (2) Ordering goods in quantities repre- 
senting the full safe-carrying capacity of cars, 
disregarding trade units. (3) Ordering from the 
nearest available source. (4) Pooling orders so as 
to secure full carloads.” 




















Commission Denies Burleson’s Appeal 


Postmaster General Must Ask Congress For Enormous 








Deficiency Appropriation For Mail Pay— Bonus Fight 


WASHINGTON, May 10, 1920. 


N a straight-from-the-shoulder de- 
cision, concurred in by all its mem- 
bers, the Interstate Commerce Com- 

mission has rejected Postmaster Gen- 
eral Burleson’s appeal for a rehearing 
of the case of the railroads against the 
Post Office Department, heretofore de- 
cided in favor of the carriers, in an or- 
der directing an increase in the railway 
mail pay of approximately $40,000,000 
per annum, with arrears from Novem- 
ber, 1916, aggregating upward of $100,- 
000,000. Thus Burleson’s last hope of 
closing his administration with a sur- 
plus—on paper at least—to his credit 
has gone glimmering. 

When the commission, last January, 
converted Burleson’s boasted surplus 
into a gigantic deficit which made all 
the Postmaster General’s predecessors 
look like pikers, well informed men in 
Washington expected that the Depart- 
ment would at once ask Congress for a 
special appropriation to pay the roads 
the moneys wrongfully withheld pur- 
suant to Burleson’s cheese-paring pol- 
icy of cutting down the service, on the 
one hand, and skimping the mail pay, on 
the other. But Burleson did nothing 
of the kind. 


Wanted to Pass the Buck 


Hoping confidently that the payments 
to the roads could be deferred by dila- 
tory tactics, and thus made a charge 
against his successor, the Postmaster 
General summoned his staff of assist- 
ants and made a microscopic analysis 
of the commission’s decision for the 
purpose of picking flaws in it. He was 


quite unmindful of the plain letter of 
the law fixing the railway mail pay 
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which directs the Postmaster General, 
whenever the commission overrules his 
mail pay schedule, immediately to make 
a readjustment of compensation in ac- 


cordance with the commission’s find- 
ing. 
The post office committees in the 


House and Senate evidently expected 
that Burleson would at once ask for a 
supplemental appropriation to enable 
him to pay the increased rates, and a 
deficiency appropriation to cover the 
arrears since November, 1916. The 
railroads needed the money badly and, 
of course, its payment was greatly de- 
sired from a public standpoint, as it 
would enable the carriers vastly to im- 
prove the total service. 

3ut when the chairman of the Senate 
Post Office Committee interrogated 
Second Assistant Postmaster General 
Praeger, who plays Jonathan to Burle- 
son’s David, as to when the department 
would present its estimate for the 
money due the roads, Mr. Praeger airily 
replied. 

“The Postmaster General is prepar- 
ing a motion for a rehearing on those 
rates, and until that is determined, and 
until the commission determine whether 
or not they will grant a rehearing and 
go into certain phases of the case that 
the department will point out, we 
not getting ready to make payment to 
We do 
not accept the rates as definitely settled 


are 


the railroads of the increases. 


until the commission disposes of the 
motion for a rehearing.” 

Mr. Praeger frankly admitted that 
the decision of the commission would 


result in the payment to the roads of 
“somewhere in the neighborhood of a 
50 per cent increase over the existing 
rates,” which, put into figures, he esti- 
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mated to be “about $30,000,000 to $40,- 
000,000 a year.” 

It is an open secret in the Post Office 
Department that Burleson expected the 
Interstate Commerce Commission would 
consume several months in the consid- 
eration of his petition for a rehearing. 
Large bodies move slowly, and the com- 
mission has been known to spend as 
much as a year in reaching a much 
less momentous decision 

But Burleson missed his guess. Wit 
an unexpected burst of speed the com- 
mission cleaned up its docket of mo- 
tions, and during the past dis- 
missed Burleson’s plea for a rehearing. 

Nothihg is now left for Burleson to 


do except forward his formal est 


week 


imate 


for an increase in the annual railway 
mail pay for the fiscal year beginning 
July 1, next, and for a deficiency a] 


propriation to cover nearly four years’ 
arrears at various 
approximately $100,000,000. 


agvregating 


rates, 


The Final Verdict on Burleson 


What now will be the public’s verd 
on jurleson’s administr 
drawing to a Examined fro 
any standpoint it is an 
Burleson is the first 
eral since the service was organized by 


ation, fast 

? ” 
eciose. 
amazing hasco 


Postmaster 


Benjamin Franklin who has con 
that a b 


surplus should | 
measure of the efficiency of the posta 


administration. In his last annual re 
port he took great credit to ! self 
for “an unbroken line of annual sw 
pluses” aggregating a profit of $35,188 


879 during his incumbency 

No can question 
cerity in his of efficiency stand 
ards, for no other theory is compatible 
with the wholesale 


one Burleson's sin- 


view 


demoralization of 
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the service that has been wrought 
by the application of this method. 

The curtailment of the vital railway 
post office distribution, the wrecking of 
the pneumatic tube systems in the 
great cities, the complete breakdown 
of the special delivery service, the post- 
ponement and repudiation of claims for 
lost parcels, the robbing of thousands 
of ignorant foreigners through the ex- 
ploitation of the money-order system at 
current abnormal rates of foreign ex- 
change, the unprecedented labor turn- 
over and greatly lowered standards of 
performance and of morale throughout 
the service, to say nothing of the tan- 
gling of the telephone and telegraph 
lines, are all the fruits of misguided ef- 
forts at economy. 


With a profit of $35,000,000 to his 
credit, Burleson might have undertaken 
to justify these false economies, but 
what shall be said when it is finally 
made to appear that, after paying to 
the railroads for the transportation of 
the mails the large sums the Interstate 
Commerce Commission declares he has 
wrongfully withheld from them, he is 
now obliged to ask Congress for a stu- 
pendous deficiency appropriation and 
at the end of his term on March 4 next 
he must confess to a deficit, for the 
eight years of his stewardship, of not 
less than $110,000,000? 

If Mr. Burleson does not like the 
verdict of the American people it does 
not lie in his mouth to find fault with 
it. 


Frozen Feet Over the Bonus 


7 HE proposition to collect two billion 

dollars by extraordinary emergency 
taxation to pay a bonus to the soldiers 
who fought in France has proven a gen- 
uine Pandora’s box. Changing the fig- 
ure of speech somewhat, both political 
parties in Congress have created a 
Frankenstein from whom they cannot 
withdraw the breath of life, although 
now they bitterly regret the success of 
their original endeavor. 

Starting out with the modest project 
to give a hundred dollars or so to each 
returned soldier, the two parties have 
been bidding against each other for 
several weeks until the current plan in- 
volves the tidy sum of $500 per capita 
to be derived through a complicated 
system of so-called “Victory” taxes— 
Heaven forgive the sarcasm!—that 
should cause such veteran revenue- 
raisers as McKinley, Dingley, Aldrich, 
Payne, et al., to turn over in their 
graves. 

To-day Congress stands aghast at its 
own work, but feeling that the expecta- 
tions of the soldiers have been raised 
to a point where they must be satisfied 
or a political cataclysm will follow, the 
leaders of both houses are struggling 
desperately to find a way out of their 
dilemma. 


Retail Sales Tax Loses Ground 


Already the Republicans, who control 
the ‘House by a small majority, have 
become convinced that they can not poll 
a quorum of the House for a retail 
sales tax project which is the backbone 
of their plan for raising the money. An 
all-night wrangle in caucus demon- 
strated that from forty to sixty of 
their number stand ready to vote 
against this feature, and, if necessary, 
to join with a large contingent of 
Democrats in foisting upon the long- 
suffering taxpayers a socialistic, re- 
troactive war levy that would swallow 
80 per cent of all the corporate and in- 
dividual incomes for the past five years 
in excess of the average for the period 
from 1911 to 1916. 

At this writing a small but deter- 
mined band of conservatives in the 
House, who are opposed on principle 


to a bonus, believing that it would be 
as demoralizing to the soldiers as it 
would be burdensome to the people, are 
slowly gaining ground, and there is 
good reason to believe that, if there 
were time enough, they would ultimate- 
ly force the abandonment of the whole 
ill-advised project. The leaders of both 
houses, however, are anxious to make 
the demonstration of their love for the 
soldiers count as heavily as_ possible 
and therefore are moving Heaven and 
earth to force the bill through before 
the Presidential convention to be held 
in June. As the program of the House 
organization provides for a recess as 
early as June 5, it is obvious that 
strong-arm tactics will have to be in- 
voked to put the bonus law on the 
statute books before the summer vaca- 
tion. 


Details of Proposed Measure 


As the storm in the House centers 
around the proposed retail sales tax, 
which has already been repudiated by 
a considerable contingent of the Repub- 
licans and flatly opposed by Democratic 
leaders, the provisions of the measure 
as reported to the Ways and Means 
Committee are of great interest to the 
retail merchant. I therefore reproduce 
them in full as follows: 


Retail Sales Tax 


Sec. 707. (a) In addition to all 
other taxes there shall be levied, 
assessed, collected and paid upon 
tangible personal property or elec- 
trical energy sold between Jan. 1, 
1921, and Dec. 31, 1922, both dates 
inclusive, (except on the install- 
ment plan), a tax equivalent to 1 
per centum of the price for which 
so sold; such tax to be paid by the 
vendor. 

(b) In addition to all other taxes 
there shall be levied, assessed, 
collected and paid a tax equivalent 
to 1 per centum of the amount re- 
ceived (whether in cash or any- 
thing of value) in each month be- 
tween Jan. 1, 1921, and Dec. 31, 
1922, both dates inclusive: 

(1) Under a sale or contract 
of sale made on the installment 


plan, or lease, of tangible personal 
property or electrical energy; and 
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(2) For food, drink, or lodg- 
ing, or the use or enjoyment of 
services, privileges, or facilities, 
furnished or granted by a person 
operating or conducting an inn, 
tavern, hotel, restaurant, café, eat- 
ing house, or other similar place 
of business. 

The tax imposed by this subdivi- 
sion shall be paid by the person re- 
ceiving such amount and _ shall 
apply in the case of sales, contracts 
and leases, whenever made. 

(c) The taxes imposed by this 
section shall not apply to any sale, 
contract of sale or lease as to 
which the purchaser or lessee gives 
to the vendor or lessor on or before 
the last day of the month in which 
the taxable transaction occurs, and 
the vendor or lessor retains in his 
possession for such time as the 
commissioner, with the approval of 
the Secretary, may by regulation re- 
quire, a certificate that the property 
or energy involved in such trans- 
action will be by such purchaser 
or lessee sold, leased, or otherwise 
disposed of for profit, whether or 
not after change of form by proc- 
ess of manufacture, or will be ex- 
clusively used or consumed by him 
in the necessary conduct of a busi- 
ness carried on for profit. In the 
ease of a sale, contract or lease 
entered into before Jan. 1, 1921, 
the tax shall not apply to any 
amount received thereunder as to 
which a like certificate is in like 
manner given and retained. The 
commissioner, with the approval of 
the Secretary, may by regulations 
permit the giving of certificates 
covering all transactions between 
given dates, which regulations may 
be general, or special, in respect to 
particular industries or businesses 
or parts thereof. Whoever know- 
ingly makes a false statement in 
any certificate given under the pro- 
visions of this subdivision, or 
evades or attempts to evade pay- 
ment of the tax by the use of any 
certificate which he knows or has 
reason to believe is false, shall be 
guilty of a misdemeanor and on con- 
viction thereof shall be fined not 
more than $10,000 or be imprisoned 
for not more than 1 year, or both. 


A Nice Job in Book-keeping 


(d) If in connection with a 
transaction in respect to which the 
tax applies, property, privileges, 
services or facilities, in respect to 
which the tax does not apply, are 
included or furnished, the tax im- 
posed by subdivision (a) shall 
apply to the total price, and the 
tax imposed by subdivision (b) 
shall apply to the total amount re- 
ceived, unless such property, privi- 
leges, services, and facilities are in 
good faith billed separately and 
shown separately on the books of 
the taxpayer. 

(e) The taxes imposed by this 
section shall not apply to sales 
made and amounts received dur- 
ing any month in which the sum 
of (1) the prices for which taxable 
sales are made, plus (2) the tax- 
able amounts received, does not ex- 
ceed $1,000. 

(f) The taxes imposed by this 
section shall not apply to sales 
made or amounts received by (1) 
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the United States, (2) any foreign 
government, (3) any State or 
Territory, or political subdivision 
thereof, or the District of Colum- 
bia, (4) any mutual ditch or irri- 
gation company, (5) any hospital, 
or (6) any corporation organized 
and operated exclusively for reli- 
gious, charitable, scientific, or 
educational purposes, or for the 
prevention of cruelty to children 
or animals, no part of the net earn- 
ings of which insures to the benefit 
of any private stockholder or in- 
dividual. 

(g) The taxes imposed by this 
section shall not apply in the case 
of (1) agricultural products pro- 
duced or raised upon land owned 
leased or cultivated by a farmer, 
gardener, horticulturist, vineyard- 
ist, planter, ranchman, dairyman, 
stockman, poultryman, apiarist, or 
other agriculturist, if the sale or 
contract of sale is made by him or 
by a farmers’, fruit growers’, or 
like association, of which he is a 
member, organized and operated as 
a sales agent for the purpose of 
marketing the products of mem- 
bers and turning back to them the 
proceeds of sales less the selling 
expenses on the basis of quantity 
of products furnished by them; or 
(2) cigars, cigarettes, tobacco and 
snuff. 

(h) In computing the taxes im- 
posed by one subdivision of this 
section credit shall be allowed for 
any tax paid under another sub- 
division of this section by the tax- 
payer in respect to the same trans- 
action; but no credit shall be al- 
lowed for any tax paid by the tax- 
payer, or reimbursed or paid by 
him in any manner to any person, 
in connection with any previous 
transaction in respect to which a 
tax is imposed by law. 

(i) The taxes imposed by this 
section shall be returned, assessed, 
collected, and paid upon the same 
basis, in the same manner, and 
subject to the same provisions of 
law, including penalties, as the tax 
imposed by Section 902 of the 
Revenue Act of 1918. 

(j) When used in this connec- 
tion the term “received,” in the 
case of a taxpayer making income 
tax return under the Revenue Act 
of 1918, on the accrual basis, 
means “accrued.” 


Dealer Pays This Tax 


Stripped of legal verbiage, the pro- 
visions quoted impose a tax of 1 per 
cent on sales made to consumers by 
any corporation, association, partner- 
ship or individual, provided the total 
of such sales exceed $1,000 per month. 
Should the total fall below that sum 
in any one month, no tax will accrue 
in that month, but the tax liability in 
any other months will not be affected. 

Paragraph (c) should be examined 
with special care. It is intended to 
apply to concerns doing such a business 
as might be done by a jobber who sells 
both to retailers and consumers, the 
sales to the latter being taxable, while 
those made to the former would be ex- 
empt, provided the vendors secured 


from the vendees certificates that the 
goods were to be resold either in the 





condition as purchased, or after further 
manufacture. This stipulation has 
been included in the bill for the pur- 
pose of obviating the double taxation 
which would occur if the impost were 
levied upon all sales. 

Please note that the dear farmer is 
fully protected by the provisions of 
paragraph (g). He can sell at retail 
until the cows come home and pay no 
tax. 


Looking to the Senate 


While there is more than a possi- 
bility that the cyclonic scrap in which 
the House leaders have become involved 
may result in the abandonment of the 
bonus bill, the Senate is the real hope 
of the business men of the country. A 
handful of senators, by the employment 
of familiar tactics which will hardly 
expose them to assault from any quar- 
ter, may prevent action on this meas- 
ure until next September, or as much 
later as may be desired. 

In the meantime there will be oppor- 
tunity for sober second thought. There 
will also be ample time in which to 
hear from the country. 

The Chamber of Commerce of the 
United States, at its Atlantic City con- 
vention last week, hit the bonus bill 
a body blow in a series of resolutions 
that impinged on Congress with the 
force of a bludgeon. Hundreds of other 
national organizations are following 
the National Chamber’s example, and 
Congress will not long be left in doubt 
as to the stand of 110,000,000 Ameri- 
cans whose money is to be filched from 
their pockets without their consent. 


First Move for Tariff Revision 


The complete revision of the Under- 
wood-Simmons tariff law is a coming 
event that is now casting its shadow 
before. The United States Tariff Com- 
mission, anxious to be forehanded in 
the matter of supplying Congress with 
the data necessary to attack this prob- 
lem intelligently as well as vigorously, 
has begun a canvass of the leading in- 
dustries of the country for the purpose 
of determing the attitude of American 
business men and the arguments that 
will be brought forward in support of 
the pleas for higher or lower rates. 

Of course the decision heretofore 
reached by the Congressional leaders 
not to modify any of the schedules in 
advance of the Congressional and 
Presidential elections will stand. This 
is every-day political sound judgment, 
however unsound it may be from a 
purely business standpoint. 

Every important trade association in 
the country will receive from the Tariff 
Commission within the next few weeks 
a sort of questionnaire designed to de- 
velop the attitude of the organization 
with respect to tariff rates and, in some 
cases, concerning the customs adminis- 
trative regulations. The replies to 
these inquiries will be carefully tabu- 
lated and when the Ways and Means 
Committee tackles the preliminary 
work of revamping the schedules the 
information thus obtained will be in 
convenient form and will give Chair- 
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man Fordney and his colleagues a 
bird’s-eye view of the general industrial 
situation that will form an excellent 
background for the hearings that will 
follow. 

While there will be little or no tariff 
discussion in the House or Senate be- 
fore the elections except the reading 
into the Congressional Record of aca- 
demic essays intended for the consump- 
tion of the voters at home, it is pos- 
sible that certain of the so-called pop- 
gun tariff bills which the House has 
already disposed of will be enacted by 
the Senate. These include the Fordney 
Anti-dumping Bill, which I have al- 
ready described in this correspondence, 
and the House measure including the 
duties on zinc in the interest of dom- 
estic producers. 


TRADE NOTES 


The Standard Steel Products Co., 
Newark, N. J., has been incorporated 
with a capital of $100,000 by Marshall 
D. Bouillion, John Silverman and Her- 
man R. Rose, to manufacture nail and 
cuticle snips, and other small hard- 
ware specialties. 

The American Auto Lamp Co., 
Union Hill, N. J., has been incorporated 
with a capital of $10,000 by Charles 
Levy and Frank V. Guarino, to manu- 


facture automobile lamps, and other 
kindred products. 
The Fiske Rubber Co., Chicopee 


Falls, Mass., manufacturer of automo- 
bile tires, has awarded a contract to 
the Fred T. Ley Co., 19 West Forty- 
fourth Street, New York, for a two- 
and three-story, brick and reinforced- 
concrete addition to cost about 
$150,000. 


The American Mfg. Co., Noble and 
West Streets, Brooklyn, manufacturer 
of manila rope, twines, etc., has com- 
menced the erection of its proposed 
new plant on Front Street, Philadel- 
phia. The structure will be one-, two- 
and three-story, and is estimated to 
cost about $500,000. The company is 
now operating a local works at Water 
and Morris Streets. 


The Victory Storage Battery Co., 
Maryland Casualty Building, Balti- 
more, Md., has been incorporated with 
a capital of $310,000 by A. J. Thomp- 
son, Edward B. Masterton and Henry 


Stockbridge, to manufacture electric 
storage batteries for automobile ser- 
vice, ete. 

The Crescent Insulated Wire & 


Cable Co., Olden and Taylor Streets, 
Trenton, N. J., manufacturer of rubber 
insulated wire, belting, hose, ete., has 
filed plans for the construction of a 
one-story addition on Ginder Alley, to 
cost about $50,000. 


Articles of incorporation have been 


filed in behalf of the Douglas Hard- 
ware Co. of Janesville, Wis. The cap- 
ital stock is $40,000 and the _ incor- 


porators are Fenner A. Douglas, David 
Keenan and Malcolm E. Douglas. 
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First Winchester Convention to 
Be Held in July 


As a part of the development of the 
Winchester Co.’s plan of distribution 
there will be held at the main plant of 
the company, New Haven, Conn., June 
28 to July 1 inclusive, a gathering of 
hardware dealers from all parts of the 
country. The Winchester Co. is invit- 
ing every one of the retail hardware 
men who are cooperating in the Win- 
chester plan to go to New Haven for 


the largest convention of hardware 
men that has ever been held in the 
United States, which will also be the 
first national convention of Winchester 
agents. 

The convention is planned to give 
every Winchester dealer an opportu- 
nity to inspect the plant, to see its 
manufacturing resources, to see how 


the goods which they are to handle are 
made, to learn the details of them and 
the reasons for the quality and service 
upon which they are fundamentally 
based. 

Agents have been appointed in every 
section of the country and they will be 
present from the farthest points of the 
Pacific Coast, north and south, to the 
dealers who serve on the verge of the 
wonderful hunting grounds of Maine. 
Just how many will be in attendance 
cannot be estimated at this time, but 
at a conservative figure not less than 
2000 are expected. 

They are gathering for a practical, 
business convention. However, there 
will be plenty of entertainment fea- 
tures prepared to make the occasion 
enjoyable. 

The Winchester Co. believes in thor- 
ough, systematic planning. Excellent 
hardware knowledge and _ experience 
will be available at this gathering to 
be passed on to the dealers assembled; 
practical, business building ideas, hard- 
headed dealer service that can be util- 
ized and made productive; information 
on all angles of the hardware field that 
is not theory but has been proved in 
the years of experience of the experts 
developing it. Every day of the con- 
vention will be mapped out to give the 
dealers a maximum of results that will 
be worth the long trips which many 
of them will make. 

The dealers will get into intimate 
touch with the home organization, with 
the people who make the goods and 
who distribute them to the dealers. 
The Winchester plan is based upon the 
partnership of the dealers with the 
Winchester organization and in this 
convention they will have an opportu- 
nity such as has never been given be- 
fore to get acquainted with the entire 
plan and organization of which they 
are a part which is essential to the 
maximum results to dealer and manu- 
facturer, too. 

The entertainment part of the pro- 
gram will be as well planned as the 
business portion. New Haven is a de- 
lightfully located city for a convention 
at this season, so that the entertain- 
ment committee has taken into consid- 


eration the opportunities which nature 
offers in planning the program of good 
times. The dealers have all been in- 
vited to bring their wives and daugh- 
ters with them and many of them will 
do so. A special program will be ar- 
ranged to make the week one of inter- 
est and pleasure to the women as well 
as to the dealers themselves. 

One of the interesting phases of the 
convention will’ be the opportunity it 
offers for the dealers to see the great 
factories in operation. The tours of 
the shops will give them a chance to 
inspect the manufacture of Winchester 
guns and ammunition and also of the 
new products. It will show the splendid 
equipment in use, the carefully planned 
processes, the scientific manner in 
which everything is done, and the com- 
plete organization from raw material 
to finished product. A number of 
noted retail dealers are expected to be 
speakers during the sessions and the 
gathering promises to be a remarkable 
one. 


Have Plant at Nitro, W. Va. 


The Fibrated Products Corp., Chi- 
cago, organized for the manufacture 
of asphalt shingles, roofing and paving 
materials, by T. K. Webster, James C. 
Woodley, S. B. Thomas and syndicate 
of bankers and capitalists of Chicago, 
has consummated a deal with the 
Charleston Industrial Corp., the or- 
ganization that recently purchased the 
entire city of Nitro, W. Va., from the 
United States Government. 

Nitro, called the “Miracle City,” was 
built during the war, in a very short 
time, with all the modern improvements 
of a large city. The site was selected 
as the most central point in the United 
States, with respect to other cities, mar- 
kets, and supply centers. 

The new organization will have 
rather unusual manufacturing facili- 
ties, as Nitro has many advantages 
that another location would not offer. 


Increasing Tire Output 


The Ideal Tire & Rubber Co., Cleve- 
land, Ohio, announces that commencing 
June 1, its production will be increased 
300 tires a day. This is made possible 
by an addition to the plant which will 
be finished by that time. 

Distribution arrangements have been 
concluded whereby the National Auto 
Supply Co., Oklahoma City, Okla., will 
have charge of the Oklahoma territory. 
The states of Louisiana and Mississippi 
and the southern part of Arkansas have 
been assigned to Rapides Auto Co., 
Alexandria, La., The Tri-State Tire 
Works, Chattanooga, Tenn., is made 
distributor for the states of Alabama 
and Tennessee. The Texas territory 
has been divided into two parts. The 
3ehrens Drug Co., Waco, Tex., has the 
distribution of the Northeast; The 
Elkins-Boyd Co., Fort Worth, takes the 
representation in the Southwest. This 


territory is in charge of G. E. Bucking- 
ham, who is district manager. 
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Arrange for Banquet 


The Hardware Guild of Cincinnati, 
carrying out its policy of making this 
year the banner one of its history, have 
arranged for a banquet and entertain- 
ment for the benefit of the retail hard- 
ware merchants and their clerks. At 
this banquet two very prominent speak- 
ers will be present and will give talks 
on “Salesmanship,” paying particular 
attention to the problems met in the 
retail hardware trade. A strong com- 
mittee has the arrangements for the 
banquet in hand, and it promises to be 
one of the most successful events of 
the many pulled off by the Guild. The 
banquet will probably be held at the 
3usiness Men’s Club, and the tentative 
date set is Thursday night, May 13. In- 
vitations will be sent out by Carl 
Schott, secretary of the Guild, when all 
arrangements are completed. 


Expansion Program 
The Green Bay Hardware Co., Green 
Bay, Wis., a large jobbing house with 
territory embracing a large section ot 


Northeastern Wisconsin and Upper 
Michigan, has embarked on an im- 
portant expansion program. It has 


taken over the former plant of the 
Automatic File & Index Co. and con- 
verting it into a sheet metal and cor- 
rugating works. The business of Weis- 
miller & Armstrong has been taken 
over to form the nucleus of the new 
factory. A paint and roofing depart- 
ment also is being established in the 
upper floors of this building. 


Elcho, Wis., Store Sold 


The Burton Mercantile Co. of Elche, 
Langlade county, Wis., has disposed of 
its retail merchandising interests, in- 
cluding hardware and farm implement 
stores, to the Chas. W. Fish Lumber 
Co. of Elcho, which operates five large 
sawmills in Langlade county and vicin- 
ity. The Burton grocery and dry goods 
stocks will be consolidated with the 
present Fish store at Elcho, while the 
hardware and implement stocks are 
kept intact in the present building and 
are undergoing important enlargement 
to keep pace with the rapid develop- 
ment of agriculture in the cut-over 
timberland sections of this vicinity 


Will be at Convention 


The Ohlen-Bishop Co., Columbus, 
Ohio, will be represented at the Ameri- 
“an Hardware Manufacturers Conven- 
tion, at Atlantic City, by Messrs. H. J. 
Bradbury, first vice-president; L. W. 
Semour, vice-president and secretary; 
Frank Gould, vice-president and sales 
director, and L. B. Van Marter, New 
York sales manager. 

The company will be represented at 
the National Foreign Trades Council 
Convention at San _ Francisco, by 
Messrs. A. B. Cox and J. H. Lovell of 
the sales division. 
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Publicity for the Retailer 


Unique Prizes for Hardware Store Opening Day—Sug- 


gestions for Wire Cloth Ad—The Ten Cent Campaigns. 


An Idea Well Expressed 
No. 1 (2 cols. x 7 in.) 


If you knew the number of screenless 
porches in your town, you would be 
surprised. And it takes just such an 
idea as expressed in the Hackley ad to 
start folks thinking about utilizing 
their porches to the best advantage. 

The advertising of wire cloth as such 
has not the suggestion power as has 
the idea of advertising it for some spe- 
cifie purpose. 

The illustration carries out the idea 
of the copy and will serve to interest 
the home owner particularly in a per- 
manent improvement of his property. 

Now is the time to drive this idea 
home. Warm weather will be coming 
along and that extra room in shape of 
a well-screened porch will make a suf- 
ficiently strong appeal to create inter- 
est at once in your wire cloth ads. 

Opening Day Ideas 
No. 2 (3 cols. x 11 in.) 

In former days, the new store, on 
the event of its opening, was the scene 
of souvenir and bargain hunters. And 
while souvenirs and bargains are still 
the mainstay of opening day, many 
fresh ideas are being used in connec- 
tion with this important event as will 
be noted on reading the Rumpel ad. 

Just glance over the novel prizes of- 
fered and you will appreciate why this 
ad made a special appeal to local 
readers. 

There are certainly enough prize of- 
fers in this ad to interest most any type 
of reader and added to the attraction 
of prizes is the 5 per cent discount 
offered on opening day which means a 
good deal in these days of increased 
costs. 

It is our idea that Rumpel’s have 
succeeded in preparing a very inviting 
ad with practical appeals to everyone 
who is interested in cutting down liv- 
ing expenses. With the discount and 





A 10c SALE 


of Primo Enameled Ware on 
Friday and Saturday Only 


IN THE ASSORTMENT ARE 


1 gt. Preserving Kettles. 134 qt. Deep Baking Pans 
1 and 2 qt. Milk Pans. 124 qt. Sauce Pans 
1 qt. Shallow Stew Pans 


Bread Pans. Jelly Cake Pans 
And Other Items 





ALSO A SPECIAL LOT OF 


3 gt. Lipped Sauce Pans 


slightly seconds, good value at 


39c each 





Romaine Hardware Co., Inc. 
158 Main Street. Tel. 1302 Hackensack, N. J. 








. eRe 
An Ad Which Meets 5 and 10c. Store competition 
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Adda Delightful 
Room 


CREEN your porch and add a delightful 
S room—a sun-porch by day—a sleeping: 

porch at night, protected against disease 
carrying, flies and mosquitoes. Specify PEARL 
WIRE CLOTH for it lasts longest, therefore, 
costs less. 

Come in and investigate. There are lots of 
things you need rij,ht now in our stock waiting, 
for YOU to use them to advantaje—and we 
stand back of our j0ods to the limit. 


Right prices too—judge for yourself— 


E. HACKLEY, Earl Park, Indiana 


This Idea Will Sell Wire Cloth 





prizes offered, it is possible for a Rum- 
pel customer to save some real money. 

Over and above the immediate inter- 
est of the prize offers, is the great pub- 
licity which this type of ad brings to 
any store. In the past month, we have 
seen two hardware stores open in our 
town without any sort of publicity save 
a special window offering. 

Think of the lost opportunities in 
these cases! A store opening is real 
community news and offers a chance 
to put your advertising in the center 
of the stage and full under the spot- 
light. 

When you open a new store, advertise 
it to the limit. 

Make $ $ $ With This Idea 
No. 3 (3 

In a recent conversation with a hard- 
ware dealer, he complained about five 
and ten cent store competition. Con- 
tiguous to his store were three five and 
ten cent stores and the hardware coun- 
ters of these stores, according to this 
dealer, had succeeded in capturing a 
considerable portion of his small goods 
trade. 

I asked this dealer why he did not 
run a special five and ten cent ad, offer- 
ing for sale a selection of every-day 
items. In return for my suggestion, 
I got a broad smile; but now it’s my 
turn and I know this particular dealer 
will sit up and take notice when he 
sees the Romaine ad staging a ten cent 
sale. Merchandising ideas are not the 
exclusive property of anybody and it 
pays once in a while to study the mer- 
chandising ideas of the other fellow. 

The five and ten cent store doesn’t 
have to feature its prices. Everybody 
knows the prices are either a nickel or 
a dime. But everybody does not know 
that a nickel and a dime will buy 
articles in a hardware store. 

Then, again, merchandising ideas ex- 


cols. x 9 in.) 


pand with changing conditions. The 
five and ten cent store is still a five and 
ten cent store but its prices are higher. 
How? you say. Well, they’ll sell you 
one working glove, for instance, for ten 
cents and if you want a pair—and who 
doesn’t—they’ll cost you 20 cents. And 
yet it’s a five and ten cent store. And 
many articles which formerly sold two 
and three for five cents are now one 
for five cents or at the rate of from 
ten to fifteen cents per unit. 

So, we say, if you are feeling the 
competition of the five and ten cent 
hardware counters, give a thought to 
their present merchandising ideas, look 
over this Romaine ad and then get out 
some advertising which will show folks 
in your town that your store is still 
headquarters for bargains. 


Good Combination Ad 
No. 4 (3 cols. x 11 in.) 
Take a look at the Farquhar & Sons 
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Hardware, Implement & Furniture Co. 
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Snappy Ideas for Your Opening Day 


ad and you'll see just what we mean 
by a bang-up combination ad. 

A combination ad hits the reader 
from a dozen different angles. He can’t 
pass it up so easily as he can the one 
item ad, for if the adman uses average 
judgment in selecting the items, he is 
bound to gain the attention of more 
than 75 out of every 100 readers. 

The copy in the Farquhar ad was 
written by E. W. Farquhar and first 
reading will convince you that Mr. Far- 
quhar knows hardware and can write 
about it in an interesting way. 

One of the surprising items in the 
Farquhar ad is the wool twine offering: 
“All you want at last year’s prices,” 
Surely, many readers will put a cross 
in front of that item. 

We call attention to pricing in this 
ad. Wherever prices can be quoted, 
they are. Quote prices in all your 
ads. 


An ad without prices may be per- 
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fectly plain to you but as far as the 
reader is concerned, it is enveloped in 
a heavy fog. 


Million Dollar Building 


The Evinrude Motor Co., 279-281 
Walker Street, Milwaukee, Wis., the 
pioneer manufacturer in the outboard 
engine industry, has started work on 
the erection of a complete new manu- 
facturing group at Twenty-seventh and 
Lake streets, which will involve an esti- 
mated investment of $1,000,000 in two 
years. The project was planned three 
years ago, but delayed in execution 
because of the war. The present four- 
story plant, 100x120 ft., has been sold 
to another interest for occupancy about 
Nov. 1, when the new plant will be 
ready. 


Recent Deaths 


Daniel H. Rheinfrank, a pioneer in 
the retail hardware trade of Milwau- 
kee, who for thirty-five years was con- 
nected with the Philip Gross Hardware 
Co., as manager of the stove and range 
department, passed away at San Diego, 
Cal., recently, after an illness of a 
year or more. With his wife, Mr. 
Rheinfrank went to the Pacific Coast 
in January for rest and recuperation 
at the home of a son, George. Mr. 
Rheinfrank was 65 years old and a 
native of Milwaukee. Funeral services 
were conducted under Masonic auspices 
at San Diego. 


Oliver Shepard Picher, president of 
the Eagle-Picher Lead Co., died re- 
cently of pneumonia at his home in 
Winnetka, Ill. Mr. Picher was born in 
Springfield, Mo., and became president 
of the Eagle-Picher Co. in 1916. A 
widow and four children survive. 





Timely Hardware Offerings 
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MARKET REPORTS 


on TRADE CONDITIONS 
IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 

















Office of HARDWARE AGE, 
New York, May 10, 1920 

HE hardware business in and 

around New York is still suffer- 

ing from the effects of the recent 
railway strike. The freight congestion 
at the terminals is still very bad, al- 
though an appreciable change for the 
better is gradually being felt. Railroad 
officials say that every effort possible 
is being made to speed up the move- 
ment of freight, but the serious short- 
age of equipment, especially freight 
cars, makes the proper handling of 
freight at this time physically impos- 
sible. Freight traffic is larger now 
than it has been for several years. 
The work of unloading the cars is being 
speeded up by merchants and dealers 
who are doing their own trucking and 
who unload their goods direct from the 
cars to trucks. . 

The jobbing business during the past 
week was somewhat quiet, as many firms 
being unable to make up orders because 
they have not as yet received ship- 
ments that were due to arrive several 
weeks ago. Most of the demand from 
the retail trade at present is concen- 
trated on garden tools, wire goods and 
square point shovels. There are short- 
ages in all of these lines, and many 
jobbers are sending trucks to factories 
at considerable expense in an effort to 
get goods with which to fill orders. 
Square point shovels are exceedingly 
hard to get, jobbers say. 

As predicted in this report last week, 
some lines of screw-drivers have ad- 
vanced 10 per cent, the new discount 
now being 15 per cent off, as quoted 
by local jobbers. 

Some jobbers report that the discount 
on lock cocks is now 16 2/3 per cent. 

Cement edgers and jointers now take 
a discount of 20 per cent. Metal plated 
bicycle wrenches advanced 10 per cent. 
Carriage makers clamps take a dis- 
count of 20 per cent. Steel squares 
take a discount of 20 per cent. 


Bolts and Nuts.—Interest is firm in 
both of these lines although it could 
hardly be termed active. 


Common carriage bolts, all sizes, are be- 
ing quoted list plus 5 to plus 10 per cent. 
Machine bolts, all sizes, 5 per cent off to 
list net. Stove bolts are being quoted 50, 
10 and 5 to 60 and 5 per cent Common 
tire bolts, 40 per cent; sink bolts, 50, 10 
and 5 to 65 per cent. 

Hexagon machine screw nuts, iron, 25 


NEW YORK 


per cent; brass, 4 to 8 in., 50 per cent; 
10 to 12 in., 334% and 5 per cent; 14-in., 
33% per cent. Stove rods, 33% per cent. 
Lock washers, 40 per cent. 

[ron rivets are generally held at 20 per 
cent. Black tinners’ rivets, 20 per cent. 
Tinned tinners’ rivets, 30 and 5 per cent. 

Butter Churns.—Interest is fairly ac- 
tive in this line and prices firm. 

Glass butter churns with wooden dash- 
ers, 1l-qt., $11.25; 2-qt., $15; 3-qt., $18.75; 
4-qt., $22.50. 

Farming Tool Hzndles.—Interest has 
been rather apathetic in this line. 

Farming tool handles generally are 
quoted in this section at discount plus 5 
per cent. Pick, sledge, hammer and 
hatchet handles are quoted, discount plus 
25 per cent. Axe handles discount plus 35 
per cent. 

Fly Traps and Swatters.—Interest is 
still active in this line, but both jobbers 
and retailers are experiencing difficulty 
obtaining goods. 

Fly swatters, wire mesh cloth, corduroy 
bound, wooden handle, $1.20 per doz.; wire 
cloth, black enamel handle, $1.50 per doz. 
Tempered steel wire, black wooden handle, 
14% in. over all, $1.70 per doz. 

Fly traps, galvanized wire cloth, tin 
cover and base, height 5% in., diameter 
43/16 in., $1.60 per doz Black painted 
wire cloth, tin base and cover, $3.50 per 
doz. 

Galvanized Ware.—Many jobbers still 
report that they have practically no 
stock of galvanized sheet in store as 
they have received no shipments for 
several weeks. The shortage in gal- 
vanized sheet has already affected the 
market in galvanized tubs and pails, 
and it is not unlikely, some jobbers 
believe, that prices may advance again 
before long. 

Galvanized sheet is still being quoted. 
No. 28 gage, $10 to $11 base per 100 Ib. 
Other items are: Galvanized pails, 8-qt., 
$4.90 per doz.; 10-qt., $5.60 per doz.; 12- 
at., $6.15 per doz.; 14-qt., $6.90 per doz.; 
16-qt., $8.30 per doz. Extra heavy galvan- 
ized pails, 12-qt., $8.10 per doz.; 14-qt., 
$8.95 per doz.; 16-qt., $13.10 per doz. Gal- 
vanized wash tubs, No. 1, $16 per doz.; 
No. 2, $17.85 per doz.; No. 3, $21 per doz.; 
fire pails. galvanized, with flat bottoms, 
painted, $7.60 per doz. 


Garden Tools.—Garden tools of all 
kinds are still in very active demand. 
Many retailers say that they have been 
unable to get shipments from factories, 
and jobbers report the same condition. 
The freight tie-up is partly blamed, but 
other causes, such as the steel and 
coal strikes and the abnormal demand, 
have militated against proper produc- 
tion. 


Lawn rollers are being quoted list plus 
10 per cent. 

Socket hoes are $8.84 to $9.50 per doz.; 
riveted shank hoes, blue finish, $4.01 to 
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bronze 
mortar hoes, 


$4.10 per doz.; solid shank hoes 
finish, $7.97 to $8.60 per doz.; 
9 in., 911.41 to $11.80 per doz. 

Hedge shears, 8 in., $1.40 each; 9 in., 
$1.65 each; 10 in., $1.90 each; No. 101, 8 
in., $1.50 each; 9 in., $1.75 each; 10 in., 
$2.05 each. 

Malleable iron rakes, 10 tooth, $4.56 per 
doz.; 14 tooth, $5.11 per doz.; 16 tooth, 
$7:42 per doz.; steel rakes, 10 tooth, $7.60 
to $8.90 per doz.; 14 tooth, $9.15 to $10.45 
per doz.; 18 tooth, $10.65 per doz. Wooden 
lawn rakes, wooden bows, $5.78 to $6.50 
per doz.; steel bows, $7.50 to $8.05. Wooden 
hay rakes, 2 wire hows, $4.95 per doz.; 2 
aluminum bows, $7.81 per doz.; 2 wooden 
bows, $4.80; 3 steel bows, $7 

Spading forks, 4 tang, malleable D han- 
dle, strapped, $11.82 per doz.; wooden D 
handle, strapped, 4 tang, $15.40 per doz.; 
1 tang, extra heavy, wooden D handle, 
$17.71 per doz. 

Manure forks, 4 tines, strapped, 4%4-ft. 
handle, $12.79 per doz.; 4 tines, plain fer- 
rule, 44%4-ft. handle, $11.33 per doz.; 5 tines, 
strapped ferrule, 4%-ft. handle, $15.10 per 
doz.; 4 tines, wooden D handle, plain fer- 
rule, $13.74 per doz.; malleable D handle, 
1 tines, plain ferrule, $11.04 per doz.; mal- 
leable D handle, 4 tines, strapped, $13.75 
per doz.; wooden D handle, 4 tines, 
strapped, $15.72 per doz. 








Hay forks, 2 tines, 5%-ft. handle, plain 
ferrule, $10.29 per doz.; 3 tines, plain fer- 
rule, 5%-ft. handle, $11.59 per doz.; 
tines, strapped ferrule, 5'%-ft. handle, 
$13.14 per doz 


Garden Barrows.—Very active in- 
terest is felt in this line, jobbers report. 


Painted and varnished garden barrows, 
48-in. handles, body 21% x 14% x 12% in., 
$45 per doz.; 60-in. handles, body 28 x 19% 
x 15% in., $60 per doz.; 60-in. handles, 
body 28 x 21% x 19 in., $66.50 per doz.; 
i3-in. handles, body 29% x 25 x 21% in., 
3 per doz.; 72-in. handles, body 41% x 
26 x 21 in., $120 per doz 

Laborers’ Canal Barrows.—Half bolted 
wood wheel, $36 per doz iron wheel, 340 
per doz.; full bolted iron wheel, $44 per doz. 





Ice Tongs.—A good interest is mani- 
festing itself in this*line and prices are 
so far steady. 






Wrought steel tongs, tool steel points, 
japanned black, 10-in., $17 per doz ll-in., 
$18 14-in., $23; 17-in $27: 20-in., $32: 
24-in., $37 Solid steel ice tongs, swell han- 
dies, drop forged hardened p 
red, 1ll-in., $ per doz.; 15-in., $3 17-in., 
$40: 24-in., $45, with new discount of 25 


and 5 per cent 

Ice Cream Freezers.—There is a very 
susbstantial demand for ice cream 
freezers and many jobbers report that 
the demand exceeds the present local 


supply. Prices are: 

Full size cans and tubs, dasher with 
double serapers, 1 qt., $4 net; 2 qt., 94.60 
net 1 qt., $6.80; 6 qt., $8.60; 8 qt $17.10; 
12 qt., $16.65 Freezer with Duplex dasher 
double elf-adjusting scraper, 1 qt., $4.85 


) gt., $5.65; 4 qt., 98.25; 6 qt., $10.45; 8 qt., 
<13.50; 12 qt., $21.65 net. All take a dis- 
eount of 40 per cent Vacuum freezer, 
> qt., $5: 4 qt., $8 net, less one-third each. 

Lawn Mowers.—Some jobbers say 
that they will soon have to refuse any 
more orders for this year’s delivery be- 
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cause of the shortage and the heavy 
demand, as well as the fact that several 
factories are reported to have refused 
any more business for this season. In- 
coming deliveries have been delayed and 
there is no telling when jobbers’ de- 
liveries can be resumed. 

Plain bearing, 3 blades, 12 in., 95.50 net; 
plain bearing, 14 in., $5.75 net; plain bear- 
ing, 4 blades, 10 in., $5.75 net; plain bear- 





ing, 4 blades, 12 in., $6 net; 16 in., $6.50 
net; ball bearing, 3 blades, 12 in., $6.75 
net; 16 in., same, $7.25 net; level, 4 blades, 
14 in., $9.85 net; same, 18 in., $10.85 net; 
same, 20 in., $11.35 net. 

Linseed Oil.—Linseed oil continues 


in light demand. It is reported that 
the accumulation of oil at the crushers 
is still very heavy. The present range 
in prices is from $1.65 to $1.72 for car- 
load lots immediate delivery. Single 
barrels are reported as high as $1.90. 
Some dealers, however, anticipate price 
reduction before summer, 

Nails.—The general tone of the local 
nail market is somewhat pessimistic. 
Practically nothing is being received, 
and it is said that most of the mills 
are far behind on production. Freight 
conditions have further aggravated the 
situation, and some jobbers say that 
they do not expect any material relief 
for many months. 


Current prices prevailing in this section 
vary considerably. For wire nails the 
prices range from $4.25 to $8 base per 
keg. For cut nails (which are almost off 
the local market entirely) prices range 
from $7.75 to $9.50 base per keg. It should 
be further noted that only small lots are 


obtainable anywhere in this section 

Wire brads and nails in 1-lb. papers are 
quoted by local jobbers at 2/3 off. Quar- 
ter-pound papers take a discount of 10 


per cent. Set screws, iron, 50, 10, 5 per 
cent off. Cap screws, 50 and 10 ye: cent 
off. Galvanized nails, 25-Ib boxes, 4D, 
98.65; 6D, $8.55; 8D, $8.45; 10D, $8.40; 
20D, $8.35. Galvanized roofing nails, 1 x 
12, $10. Plain roofing nails, 1 x 12, $7.20 


Naval Stores.—Although good prog- 
ress is being made in the unloading 
of naval stores from steamships now 
in port it is not expected to have much 
effect on prices, although turpentine has 
receded 20 cents from the record mark 
of $2.65 a gallon which was reached 
during the strike. The demand is still 
very active for both turpentine and 
rosin. Turpentine is being quoted 
$2.45 per gal., yard basis, f.o.b. New 
York. 

Rosin, on a basis of 280 Ib. per bar- 
rel, yard, B grade, $19.50; D grade, 
$20.15; E to H grades, $20.25, and best 


Office of HARDWARE AGE, 
Chicago, May 5, 1920. 
EWS of the restriction of bank 
: loans for building purposes has a 
direct bearing upon future hardware 
business here in Chicago. Restriction 


of loans, means restriction of building. 
This is evidenced by the building com- 
missioners’ records, which show a 80 
per cent decrease in construction in 
April. Banks deny they are stopping 


building loans, but they admit that they 
are limiting them because of the tight- 
ress of money and the availability of 
good investments at higher rates. 
Prices still have an upward trend and 


W W, $25. These are average prices, 
as the difference in prices at the present 
time is quite varied. 


Rope.—It was intimated in some 
quarters during the past week that the 
price of manila rope is likely to ad- 
vance before long between 3 to 5 cents. 
The reason for this is attributed to 
the fact that most of the larger rope 
factories are now beginning to use the 
hemp fibre that could only be obtained 
a few months ago at sellers’ cost prices 
in Manila. Local business is handi- 
capped by the freight situation. 


Jute rope, No. 1, 17%c. to 18c.; jute 
rope, No. 2, 164ec. to 17c.; jute twine wrap- 
pings, best grade, 30c. to 35c.; India hemp 
twine, No. 4% and 6 in., 24%c. to 27c. 
Manila rope, best grade, 28c. to 28%c.; 
hardware grade, 25c. to 26%c.; bolt rope, 
33c. to 34%c.; sisal rope, pure, % in., 
19c. to 22%c.; lath yarn, first grade, 19c. 
to 22le2c.; second grade, lic. to 19%%c. 


Roofing and Building Paper.—The 
demand for these items is at present 
somewhat qtiet, although the “Build 
Your Own Home” and “Own Your Own 
Home” campaigns are expected to stim- 
ulate activity as more building con- 
tracts get under way. Prices range 
considerably in this market. 

Tar paper, 1 ply, $2.10 to $3.45 per roll; 
2 ply, $1.60 to $2.85 per roll; 3 ply, $2 to 
$3.35 per roll. Rubber roofing paper, 1 ply, 
$1.95 to $3.15 per roll; 2 ply, $2.45 to $3.75 
per roll; 3 ply, 92.95 to $4.40 per roll. 

Rubber Garden Hose.—There is still 
quite a good demand for this item. 


Prices are firm. 








Prices are: Rubber garden hose, % in., 
6 ply, 14%c. per ft.; % in., 7 ply, 18%4c. 
per ft. % in., 5 ply, l4c. per ft.; % in., 
4 ply, wire bound, l6c. per ft.: % in., 6 
ply, plain, 16c. per ft. All prices quoted 
herewith are for 50-ft. lengths. Lengths 
of 25 ft. add lc. per ft. 

Hose washers are 45c. per lb. Nozzles, 


level grade, $7 per doz.; Will-Wear grade, 
$7.50 per doz.; galvanized hose clamps take 
a discount of 10 per cent. 

Hose Reels.—Simplex hose reels sell at 
$15 per doz. Reels with galvanized steel 
drum, 21% in. diameter, handles 28 in., for 
100 ft. of hose, $30 per doz. 

Pruning Shears.—These articles are 
receiving a good amount of attention, 
although it is reported that many of 
the leading factories are months behind 
on production, to say nothing of deliv- 
eries. 


Cast iron pruning shears, $2.85 per doz.; 
%-in., California ‘pattern, black finish, $10 
per doz.; 9-in., full polished, California 
pattern, 314.80. Grass shears, black finish, 
5%-in., $3 per doz.; full polished, war- 
ranted, $6.35 per doz. 


Lawn Sprinklers.—There is a very 


CHICAGO 


the following advances were noted dur- 
ing the week: 

Jack screws advanced 5 per cent and 
are now selling at 20 per cent off. 

Coppered rivets and burrs advanced 
5 per cent and are now selling at net 
list price. 

Cattle stanchions 
cent. 

Sash weights advanced $5.00 per ton. 

There has been an advance of 10 per 
cent on H. & R. revolvers, pistols and 
single barrel shot guns. New prices or. 
shot guns have not been issued, but all 
present prices have been withdrawn. 


advanced 10 per 
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keen interest reported for these articles 
by many of the local jobbers. 

Gold lacquered, tin shop, 4% in. diameter, 
$1.40 per*doz. Sheet brass ring sprinkler, 
8 in. diameter, $7.50 per doz. Sprinkler 
with 3 brass arms, 5 in. high, brass head 
$14 per doz.; 3 brass arms, 12 in. high, 
brass head, $16 per doz.; 3 brass arms, 24 
in. high, brass head, $23 per doz. 

Sprayers.—These seasonable articles 
are receiving a good deal of attention, 
jobbers report, and there has been some 
apprehension expressed in some places 
that the demand will exceed the supply 
for this season. 

One-pint sprayer, tin tank, $3.60 per doz.; 
1-qt. sprayer, tin tank, $4.75 per doz.; 1-at 
tin sprayer with brass tank, $11 per doz 

Screws.—There seems to be a good 
deal of a scarcity in this line in many 
places, and local jobbers report that 
their screw business is highly satis- 
factory, although there is some diffi- 
culty in obtaining adequate supplies. 

Flat-head bright screws, 70 and 15 per 
cent discount; flat-head galvanized screws, 
55 and 15 per cent; round-head blued, 671% 
and 15 per cent; round-head nickel-plated 
57% and 15 per cent. Lag screws, 20 per 
cent. Jack serews, 15 per cent. Iron ma- 
chine screws, 60 per cent. Brass machine 
screws, 50 per cent. Screw anchors, 50 


per cent; lag screw shields, 33% and 5 
per cent; iron set screws, 40 and 5 per 


cent; hexagon head cap screws, 40 per cent. 
3ench screws, plus 40 per cent. 

Water Pots.—These articles are in 
very good demand and new prices are 
quoted herewith. 


Galvanized iron watering pots with 
zine roses, 6 qt., $10.70; 8 qt., $12.55; 
10 qt., $14.55; 12 qt., $16.50. 


Wire Goods.—The demand is still as 
insistent as ever for wire goods of all 
kinds. The shortage has been made 
worse by the railway strike. Some 
jobbers seem to believe that the exist- 
ing shortage will not be relieved to any 
appreciable extent for another year. 


Galvanized square mesh wire per 100 lb 
from New York stock is quoted as follows 
2x 2, $6; 2% x 2%, $6.20; 3 x 3, $6.25; 


4x 4, $6.50; 5 x 5, $6.50; 6 x 6, $7; 8 x 8, 
$7.50. For 50 lineal feet rolls add 15 cents 
per 100 ft. Add % cent per sq. ft. for 
widths narrower than 24 inches and wider 
than 48 inches. 

Dull galvanized wire with copper edges 
12 M per 100 sq. ft., $4; 14 M per 100 sy 
ft., $4.25; heavy, per 100 sq. ft., 95.50 


Poultry netting is now quoted at 30 per 
cent discount. 


Note: Chicago Flexible Shaft Co. 
announce their prices on clipping and 
shearing machines and parts have ad- 
vanced approximately 10 to 15 per cent, 
effective May 1. 


Aluminum cooking utensils have ad- 
vanced 10 per cent. One of the largest 
manufacturers of aluminum ware has 
withdrawn all prices and will accept 
orders only at prices ruling at date of 
shipment. Two other manufacturers of 
aluminum ware were obliged to close 
down this week on account of the short- 
age of raw material. 

The market on all kinds of chain is 
very firm and an advance is likely. 

There continues to be a scarcity of 
sash cord. The mills are from four to 
five months behind with their orders 
and their production is limited. Jobbers 
have placed a limit of 1 dozen of a size 

















$22.95 per dozen. 
ever are not guaranteed for any length 
of time. 
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to a customer and are now quoting 
number seven common cord at $19.65 
per dozen and the number eight at 


These prices, how- 


Local jobbers have just issued new 


prices on fire works and are making 
the following terms: 
6 days, 2 per cent for cash on or before 
July 10th. 


Dating July 1st, 


All goods f.o.b. East Chi- 


cago, Ind. 


Collections and cash sales are nearly 


double. 


Axes.—A great improvement is noted 


in the number of orders being booked 


or axes for future delivery. 


The trade 


realizes that eventually there will be a 


“ovuoessnensunevevnuvansonneononerscsrerevenieranennnny 


svvueennenaneaines 


lots, $13.84 per doz.; Sleepmeter 
clocks, $18.36 per doz. net; Ironclad 
clock, $22.29 per doz. net; Big 
3aby Ben, $28.78 per doz, net. 

Coal Hods.—Manufacturers of coal 
hods have about all the back orders 
that they expect to be able to fill for 
the coming season, unless there is an 
unexpected relief in the setel sheet situ- 
ation. Sales on coal hods are expected 
to be unusually heavy this fall, and 
dealer's who have not placed their or- 
ders are advised to do so at once. 


alarm 
alarm 
Ben and 












We quote from jobbers’ stocks, f.o.b 
Chicago: Japanned open hods, 17-in., $4.70 
per doz.; 18-in., $5.25 per doz.; japanned 
funnel hods, 17-in 90 per doz.; galv. 
open hods, 17-in., $7.20 per doz.; 18-in., 
$7.85 per doz.; galv. funnel hods. 17-in., 
$8.90 per doz.; 18-in., 99.60 per doz. 

Tire Chains. — Very _ satisfactory 
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We quote from jobbers’ stocks, f.o.b. 
Chicago: 29-gage lap joint eaves trough, 
5-in., $7.05 per 100 ft.; 29-gage corrugated 
conductor pipe, 3-in., $7.45 per 100 ft.; 
», 3-in. corrugated conductor elbows, 
r doz. 

Files.—The recent advance of 10 per 
cent put into effect on files, has not had 
a tendency to curtail sales. The de- 
mand if anything, is heavier than ever. 
Jobbers state that their stocks are very 


good and that they are receiving 
prompt deliveries from their source of 
supply. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Nicholson files, 40-10-5 per cent 
discount; New American, 50-10 per cent 


discount: 
Black 

Galvanized Ware. — There continues 
to be a very acute shortage of all kinds 


Disston 50 per cent discount; 
Diamond, 40-10 per cent discount. 
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Railroad Strike Hampers Steel Industry 


From the Iron Age: 
the 


Considering industry as a 
whole, railroad shipments of iron 
and steel have improved. The out- 


standing exception is the Pittsburgh 
district and the Valleys. Much of 
the betterment is due to concentra- 
tion on routing and on making up 
solid trains, for the return and re- 
placement of railroad labor is pro- 
ceeding slowly. Against fresh shut- 
downs of consumer plants there are 
resumptions. 

The state of operations at fur- 
naces and steel works is dependent 
on accessibility to raw materials and 
on the control of railroad yard move- 
ments. While some plants are op- 
erating at 80 per cent of capacity, 
others are not above 20 per cent. 

Pig iron production for April 
dropped to 91,327 tons daily from the 
average of 108,900 tons per day for 
March. The 312 furnaces in blast 
on April 1 were producing at a rate 
of 109,585 tons daily, but the number 
of furnaces in blast on May 1 was 
281, producing at a rate of only 89,140 
tons. The total output for April was 
2,739,797 tons, against 3,375,907 tons 
for March. The number of furnaces 
blown out or banked in April was 47, 
while those blown in in the month to- 
taled 16, making a net reduction of 31 











condition 
alarm clocks. 
ing in the brass mills, manufacturers 
of alarm clocks are unable to procure 
sufficient raw material to maintain pro- 
duction. 
50 per cent of the normal supply of 
alarm clocks is available. 


shortage, and are taking advantage of 
the special terms made by local job- 
bers. 
but as soon as embargoes are lifted, 
jcbbers are expecting satisfactory ship- 


Stocks on axes are badly broken 


ments. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted axes, 
3-lb. to 4-Ib., $16.50 per doz. base; double 


bitted, $22.50 per doz. base. 


Alarm Clocks.—There is a starved 
existing in the trade for 
Owing to strikes exist- 


It is reported that only about 


We quote from jobbers’ stocks, f.0.b. 


Chicago: The American alarm clock, dozen 


in the number of active furnaces that 
were in operation. 

Troubles of foundrymen have not 
diminished and the difficulty in ob- 
taining delivery of pig iron and coke 
is resulting in extraordinary expedi- 
ents being adopted to prevent cessa- 
tion of operations. There is consid- 


erable demand for iron for prompt 
shipment, but no large sales have 
been made. Prices are firm and more 
furnaces have advanced quotations, 
usually, however, without recording 
sales. 


The strike of dock laborers at the 
head of the Lakes has been settled. 
The machinists’ strike at Cincinnati 
is being participated in by a small 
percentage of the employees. About 
two-thirds of the molders at Chicago 
accepted a counter offer of employers. 

Geographically divergent opinions 
as to market tendencies are develop- 
ing. The Central West apparently 
does not feel that the further post- 
ponement of deliveries will neces- 
sarily make for market strength, but 
that when mills are again running 
under full steam they will be able to 
absorb proffered business. 

The closing of the gap between the 
Steel Corporation prices and those of 
the independents is predicated on the 
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orders are being booked by jobbers for 
future shipment on tire chains. There 
is also an unusually heavy demand for 
chains for immediate delivery. Jobbers 
state that they are out of stock on a 
great many of the best selling sizes 
and deliveries from the manufacturers 
are slow. 

We quote from jobbers’ stocks, 
Chicago: Rid-O-Skid chains, 30 x 
lots of dozen pairs, $2 per pair. 

Eaves Trough and Conductor Pipe.— 
There has been no change in the price 
on eaves trough and conductor pipe 
since last reported, but jobbers state 
they are finding it very difficult to ob- 
tain a supply from the manufacturer, 
owing to the shortage of steel sheets. 
The demand continues to be very 
heavy and present prices are firm. 


f.o.b. 


2%, in 


marked diminution in further ship- 
building activity, on little additional 
tank work for the oil fields because 
oil is so rapidly going into consump- 
tion as not to tax storage facilities, 
on the postponed railroad buying and 
on such local conditions as the wage 
advances in the Chicago building 
trades and the deterrent which these 
are to an expansion of building oper- 
ations. Plates have been sold for the 
last half delivery at 3c., Pittsburgh; 
quotations of 3.25c., 3c. and 2.75c., 
Pittsburgh, are reported commoner 
on shapes and a minimum of 3c. has 
been named by Eastern independent 
producers on bars, with 2.75c. in ex- 
ceptional cases. 

Sheet mills of the American Sheet 
& Tin Plate Co. are operating at 
hardly 20 per cent of capacity and 
some of the company’s tin plate mills 
are working at about the same rate. 
A Cleveland mill has sold blue an- 
nealed sheets at and_ black 
sheets at 8c. Some large tin plate 
contracts with the can makers have 
been made at the regular price of $7 
per base box, but other tin plate con- 
sumers have paid $8 and $8.50 per 
box. The probable slow return to 
normal operations is expected to cur- 
tail the pack of fruit and vegetables. 


6.25¢e. 





sess 


of galvanized ware such as tubs, pails, 
gasoline and kerosene cans and wash 
boilers. Orders for this class of goods 
are taken subject to stock on hand and 
at prices ruling at date of shipment. 
They are placing a limit of one crate 
of an item to a customer. 
Glass.—There continues to be a short- 
age of window glass in this market and 


with little likelihood of the supply 
catching up with the demand. Dealers 


and jobbers report that their stocks 


are about exhausted. Present prices 
are firm. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Single strength A, all sizes, 77 
per cent off; single strength B, first three 
brackets, 77 per cent off all sizes, double 
strength A, 79 per cent off; putty in 100-Ib 
kits, $4.25; glaziers’ points, No. 1, No. 2 
and No. 3, 1 dos. to package, 65c. per 
package. 
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Wood Handles.—There continues to be 
a tremendous demand for all kinds of 
wood handles and jobbers are finding it 
very difficult to obtain enough of these 
from their source of supply to fill their 
current orders. There is a shortage of 
ash and hickory. No change in price 
is reported. 

We 
Chicago: 


per doz.; 
hickory 


quote from jobbers’ stocks. f.o.b. 
No. 1 hickory axe handles, $4 
No. 2, $3 per doz.; second growth 
axe handles, $6.30 per doz.; extra 
quality hickory axe handles, $5 per doz.; 
No. 1 hatchet and hammer handles, 90c. 
per doz second growth hickory hatchet 
and hammer handles, $1.60 per doz. 

Lanterns.—Orders booked for lan- 
terns for future delivery continue to be 
very satisfactory. Dealers seem more 
inclined than ever to anticipate their 
wants as there is expected to be a short- 
age this fall. Jobbers continue to offer 
special terms to the dealer on lanterns 
for future shipment. 


We quote from jobbers’ stocks f.o.b. 
Chicago: Competition lanterns, No. 0, 
tubular, $6.99 per doz.; No. 2 tubular cold 
blast, $9.90 per doz. 


Nuts and Bolts.—Inquiries for nuts 
and bolts continue to be very heavy. 
Jobbers are finding it very difficult to 
obtain deliveries from the mills with 
the result that their stocks are badly 
broken. 


We quote from jobbers’ stocks, f.o0.b. 
Chicago: Machine bolts, up to % x 4 in., 
35 off; larger sizes, 25 off; carriage bolts 
up to % x 6 in., 30 off; larger sizes, 20 
off; coach or lag screws, gimlet points, 
square head. 40-5 off: hot pressed nuts, 
square or hexagon cap. $1.00 off per 100 
Ib.: stove bolts, 60-10 off. 


Wire Nails.—There has been no im- 
provement in deliveries of wire nails 
noted during the past week and job- 
bers state that they are out of stock 
on all kinds and sizes. Builders are 
finding it very difficult to obtain 
enough nails from retailers in order to 
complete work already started and are 
paying a premium for spot delivery. 
It is reported that the production of 
nails is being greatly curtailed, owing 
to the labor conditions. All prices 
quoted are subject to stock on hand, as 
jobbers refuse to back order nails. 


f.o.b. 
$4.10 


stocks, 


quote from jobbers’ 
from 


Common wire nails, 
per keg base. 


We 
Chicago: 
to $4.75 

Rope. — Sales on rope continue to 
be very satisfactory. While jobbers 
have ample stocks on hand of the 
larger sizes, they are running out on 
the smaller ones. There has been no 
change in price since last reported. 

quote from jobbers’ 


We @q f.o.b. 
Chicago: In full coils, manila rope, stand- 
28l6c. per Ib 


ard brandg, No. 1, base; No. 
2, 27%%c. per lb. base; No. 3, 25%c. per Ib. 
base: sisal rope, full coils, standard brands, 
No. 1, 19%c. per Ib.; No. 2, 17%c. per Ib. 
Roofing Paper.—As it is practically 
impossible to obtain slate from the Ver- 
mont quarries, manufacturers of the 
slate surface roofing paper have been 
obliged to withdraw from the market. 
There continues to be a heavy demand 
for all kinds of roofing and building 
paper and while the surplus stock on 
hand is not large, deliveries are fairly 
prompt. Present prices are held firm. 


stocks, f.c 
1-ply, $2 
3-ply, $3. 


stocks, 


jobbers’ 
roofing, 
per sq.; 


We 
Chicago 
per sq.; 


quote from ».b 
Certainteed 13 
2-ply, $2 64 15 


per sq.; Major roofing, 1-ply, $1.83 per sq.: 
2-ply, $2.24 per sq.; 3-ply, $2.65 per sq.; 
Guard roofing, 1-ply, $1.38 per sq.; 2-ply, 
$1.74 per sq.; 3-ply, $2.10 per sq.; tarred 
telt, $4.83 per 100-lb.; red and gray rosin 
paper, $90 per ton. 

Spark Plugs.—Several manufacturers 
of spark plugs state that their output 
for the coming season is entirely con- 
tracted for and that they are working 
to capacity in order to complete speci- 
fications now on hand. The demand for 
spark plugs was never heavier, as a 
great many more cars are being put 
into use daily. There has been no 
change in price since last reported. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Hercules Giant, lots of 1 to 50, 
5c. each; lots of 50 to 100, 62%4c. each; 
lots of 100 and upward, 60c. each. Her- 
cules Junior, lots of 1 to 50, 40c. each’ 
lots of 50 to 100, 37%c. each; lots of 100 
to 500, 35c. each; lots of 500 to 1000, 33%e. 


each; lots of 1000 and upwards, 31c. each. 
Hel-Fi standard plugs, lots of 1 to 100, 55c. 
each; lots of 100 to 250, 52c. each; lots of 


Market reports this week show 
that prices are on the upward 
The 


are 


trend and deliveries slow. 


reasons for these changes 


clearly explained in the article 
which appears on page 89 of this 
issue. Every merchant is vitally 
interested in present merchandiz- 
ing affairs and this article should 
clear up many unexplained con- 


Linked 
with the market reports hardware 


ditions which now exist. 


men should gain much valuable 
information from this issue. 
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250 to 500, 50c. each; lots of 500 to 1900, 
47c. each; lots of 1000 and upward, 45e. 
each. Hel-Fi Tractor Special, lots of 1 to 
100, $1 each; lots of 100 to 250, 95c. each: 
lots of 250 to 500, 90c. each; lots of 500 to 
1000, 874%4c. each; lots of 1000 and upwards, 
5c. each. A. C. Titan plugs, 63c. each; A 
C. Cico plugs, 48c. each; Champion X 59c. 
each; Champion O, 62c. @ach; Champion 
Heavy Duty, 73c. each; Splitdorf plugs. 
624%c, each: United plugs, Junior, small 
lots, 40c. each: lots of 100 or over, 37%c 
each; United Giant Heavy Duty. small lots, 
60c. each: lots of 100 or over, 57%c. each. 


Steel Sheets.—There continues to be 
a famine for steel sheets in this mar- 
ket and jobbers report deliveries from 
the mills continue to be very slow. 
Premiums are being paid by manufac- 
turers for spot sheets. Jobbers have 
placed a limit on all orders of one 
bundle to a customer. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized sheets, No. 28, at $8.59 
per 100 Ilb.; 28-gage black sheets, $7 per 
100 Ib. 

Stove Board. —- Manufacturers of 
stove board state that they are not 


able to maintain production, owing to 
the shortage of tin plate. Jobbers car- 
ried over very little if any stove board 
and are depending on the manufacturer 
for next year’s supply. It is advisable 
that all dealers who have not entered 
their order for fall delivery, should do 
so at once. 

We jobbers’ stocks, f.o.b. 


quote from 
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Chicago: Wood lined crystal stove boars 
24 x 24, $13.65 per doz.; 26 x $16.04 
per doz.; 28 x 28, $18.85 per doz.; 30 x 30, 
$21.30 per doz.; 33 x 33, $25.50 per doz.,; 
36 x 36, $30.50 per doz. 

Screws.—There continues to be a 
great scarcity of round head blued and 
round head nickel screws. Jobbers state 
that they are amply supplied with the 
flat head bright screws. Prices on 
wood screws are very firm and no de- 
cline in price is looked for. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 70-20, 
round head blued. 67%-20; flat head japan, 
62%-20; round head brass 571%4-20; flat 
head brass, 60-20. 

Sash Weights.—An advance in the 
price of sash weights of $5 per ton was 
put into effect this week by local job- 
bers. There continues to be a heavy 
demand and foundries, owing to the 
shortage of raw material, are behind 
in production. 

We wyuote 
Chicago: Sash 
lots, $75.00 per ton; 


from jobbers’ stocks, f.o.b. 
weights in less than ton 
ton lots, shipment direct 


from the foundry, subject to delay, $73.00 
per ton. 
Wheel Barrows.— With the large 


amount of new road work under way 
and gardening season just opening up, 
naturally the demand for all kinds of 
wheel barrows will be unusually heavy. 
Jobbers’ stocks are very low and de- 
liveries from the manufacturers slow 
and uncertain. Present prices are held 
very firm. 

We quote 
Chicago: No. 
$9.25 each; 
$4 each; angle 
each. 

Wire Cloth and Poultry Netting.— 
Local jobbers have revised their prices 
on poultry netting, showing an advance 
of approximately 10 per cent. They 
have made a special effort to procure 
deliveries from the manufacturers and 
have been successful in securing both 
poultry netting and wire cloth in small 
lots, but as soon as it is received, i 
is immediately disposed of with the 
result that there is very little, if any, 
in stock. 

We quote from jobbers’ stocks, f.0o.b. 
Chicago: Black painted wire cloth, 12-mesh, 
$2.25 per 100 sq. ft.; poultry netting, galv- 
anized before weaving, 40-10 per cent dis- 
count; galvanized after weaving, 40 per 
cent discount. 


from jobbers’ stocks, f.o.b. 
4 tubular barrows, all steel, 
common tray or stave barrows, 
leg garden barrows, $6.50 


Game Traps.—Several of the manu- 
facturers of game traps have notified 
the jobbers that their output for next 
season is entirely sold and that they 
refuse to accept more orders. Dealers 
who have not already anticipated their 
wants will have to depend upon the 
jobbers’ stocks for their game traps. 
The demand was never heavier and a 


shortage is apparent. 

We quote from jobbers’ stocks, f.0.b 
Chicago: No. 0 Victor traps with chains, 
$1.71 per doz.; without chains, $1.34 per 
don.; No. 1, Victor traps, with chains 
$2.01 per doz.; without chains, $1.52 per 
doz.; No. 1%, Victor traps, with chains 
$3.05 per doz; without chains, $2.44 per 
doz.; No. 6, Oneida Jump traps, with 
chains, $2.37 per doz.; without chains, $1.75 
per doz.; No. 1, Oneida Jump traps, with 
chains, $2.75 per doz.; without chains, $2 
per doz.; No. 1%, Onelda Jump traps, with 
chains. $4.12 per doz; without chains. $°.2 
per doz.; No Newhouse traps, with 
chains, $4.75 per doz.: No. 1, $5.62 per 
doz.; No. 1%, $8.50 per doz. 

















May 13, 1920 


Office of HARDWARE AGE 
Boston, May 8, 1920. 


ETAIL hardware dealers in this sec- 

tion of the country continue to 
have difficulty in getting orders placed 
with the jobbers completed. And be- 
cause the consumptive demand for sea- 
sonable hardware is increasing, the re- 
tail dealer, in a great many instances, 
is inclined to be impatient and do more 
or less kicking about the way in which 
his orders for merchandise are handled. 
It makes no difference with what job- 
ber, in what section of New England, 
you talk, they all tell the same story 
—slow shipments from producers, who 
in turn are having their difficulties 
in getting raw material, and no let up 
in the retail demand for goods. In 
other words, the demand for hardware 
continues greatly in excess of the sup- 
ply. 

It is true, locally, at least, that in 
April the Boston jobbers did the largest 
gross business in any one month in 
their history. This showing, however, 
was due entirely to the advance in 
prices and not to any increase in the 
tonnage handled. As a matter of fact, 
most jobbers report the tonnage han- 
dled in April as smaller or no larger 
than for the corresponding period last 


BOSTON 


overhead charges have gone up in pro- 
portion, so the jobber’s margin of profit 
is not nearly as large as gross earning 
figures at first glance suggest. The 
past week has witnessed a number of 
price revisions, all of them upward. 
The high cost of living may be tending 
downward, as some authorities point 
out, but there are no evidences of it 
in the hardware trade to date. The 
paramount question in hardware 
circles to-day is the same as it has been 
for many months—supply. Price is a 
secondary question, and there is noth- 
ing on the business horizon that sug- 
gests any immediate change in funda- 
mental market conditions. 


Batteries and Bulbs.—A demand for 
batteries and bulbs greatly exceeding 
that for the corresponding period last 
year is reported here. The reason for 
the unusually heavy demand for this 
season of the year, so say the jobbers, 
is due to the campaign for business be- 
ing carried on by manufacturers. The 
question of deliveries has been satis- 
factory up to the last week or so. To- 
day, some of the jobbers are having 
trouble in getting certain numbers of 
bulbs in desired quantities. 


Batteries.Leading makes standard tu- 
bular three-cell batteries, 50c, list; standard 





counts: Less than unit packages, 1/3 per 
cent off list; unit packages, 40 per cent off 
list; 10 or more unit packages, 40 and 10 
per cent off list. 

Bulbs.—In less than unit lots, list; in 
unit lots, 25 per cent off list; in 10 unit lots 
or more, 40 per cent off list. tetailers sell- 
ing $500 worth of bulbs per annum can 
secure contracts at slightly more favorable 
discounts. 

Bolts and Nuts.—One local jobber 
has sold 40,000 stove bolts to an auto- 
mobile manufacturer located in the 
Middle West. The market is filled with 
requests for 1,000 of this or that sized 
bolt, but comparatively few such orders 
are being filled owing to the broken 
condition of stocks. Stocks of nuts 
also are badly broken, and the market 
is practically cleaned up on 5¢ in. stock, 
although fresh consignments from mills 
are expected daily. 

We quote from jobbers’ stocks: Machine 
bolts with H. P. nuts, 4 x % and smaller, 
10 per cent discount; 4% x *% and larger, 
19 per cent discount; machine bolts, C. T. 
& D. nuts, 4 x % in. and smaller, 10 per 
cent discount; 4%, x % in. and larger, list; 
common carriage bolts. 6 x % and smaller, 
10 per cent discount; 64 x % and larger, 
list; tap bolts, list plus 30 per cent; stove 


bolts, large quantities, 60 per cent dis- 
count; bolt ends, 5 per cent discount; tire 
bolts, 1144, 1% and 2 in. x 3/16 in., 45c. 
per 100 net, other sizes, 30 per cent dis- 
count; semi-finished nuts, 9/16 and smaller, 
40 per cent discount; % and larger, 40 


per cent discount; finished case hardened 
nuts, 40 per cent discount; H. P. square 
blank in full keg, tapped: hexagon, blank 
and tapped; C. P. C. & T. square blank, 


"rom No. 1 Oak Tanned Butts. 


Belting, Ex. Hvy., 18 of...35% 
Belting, Heavy, 16 Glixcuccs 40% 
Belting, Medium, 14% os#..40% 
Belting, Light, 13 os..... 50% 


Second Quality, Sides....55% 
Second Quality, Shoulders. .60% 
Cut — Lacing, a, 


No. 
Leather yet ng. Sides, pe $q. 
Raw Hide, No. in 
+e 17 sq. ft. and a ..47¢ 


Under 17 8g. ft...ceee0+45¢ 
Rubber— 
Tompetition (Low Grade) 50&10% 
Standard s.ccccccccces 40&10% 
Best Grades wcceccccccces 35% 

BLOCKS—Tackle— 

Common wooden .......++-15% 

Patent wccccccccccsccccoes 15% 
Bolts— 


Carriage, Machine, &£c.— 
Common Carriage (cut thread): 
H% « 6, and smaller. .40&10% 
Common Carriage (eetted thread): 
«x 6, and smaller....10&5% 
Larger or longer.....+++- 5% 
Phila, Eagle, $3.00 list....60% 
Bolt Ends, H. P. Nuts 40% 
Machine (cut thread): 
« 4 and smaller...... 50% 
arger or longer......++ 40% 
CHAIN—Proof Colil— 
American oes Straight Link: 
es $18.00; $15.00; 8/16, 


19.00; 10.25 ; %. $9.75; 
RR %. $9.2 7 


DRESSING—Belt— 
Liquid in gal. cans gal. .$3.00 
DRILL AND DRILL 
STOCKS— 


Twist, Bit Stock.......... 45% 
Twist, Taper and Straight 
SE aiavaakinedennes Y% 





HAMMERS AND 


SLEDGES 
Bt © Wi ciaccdascicacces 50% 
Gee © Bicccecccoceccsacc 50% 
OILERS— 


Steel, Copper Plated. . .50-10-5% 
Chace, Brass and Copper.. On 
Railroad, coppered........3% 

Chace, Zinc Plated......... eo 
Railroad, Oe TT 20&5 % 


PICKS AND MATTOCKS— 
ROD iv ciiiicciconccccces 20% 
Contractors’ Picks.......16%% 
ROPE— 


Eastern Retail Trade. Per Ib. 
Manila, % in diam. and larger: 


Highest Grade .......- 31Ke 
Second Grade ..seeeeuses 29¢ 
Hardware Grade ........ 25%¢ 
Sisal, % in. diam. and larger: 
Highest Grade .......++-. 23¢ 
Second Grade............20¢ 


Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 
First quality, 23%¢; second 


QUBHEY cocccccccccvee 20%¢ 
Sisal, Tarred, Medium Lath 
Yarns 
First quality ...c..eeeeee 23¢ 
pl QUBHEY ccccccccee 20¢ 


Cotton Rope: 
Best 5/16-in. and larger, 
49@50¢ 
Medium, 6/16-in. and larger, 


47 @48¢ 
Third Gr., 5/16-in. and 
larger 45@46¢ 
Jute: 
No. 1 “%-in. and up..... 19¢ 


No. 2, %-in. and up....17¢ 


SAWS AND FRAMES— 
Hack— 


Saws, 6 to 14 im. inc...... 35% 
Saws, Machine Blades, 
12 to 14 ém.....---- 10&10% 


year. While gross sales have increased, two-cell, 35c. list; baby batteries, 30c. Dis- 
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BARS—CROW— Wire Gauge Jobbers’ and R. S. Saw Frames— 

Steel Crowbars, 10 to 40 | Blacksmith .......cccees Y%3 To Iron, adj., per doz....... $4.00 
‘ Siaoue Brace Drills for Wood..... 45% Steel, ad., 8 to 12 in., per doz., 
Pinch Bars, 10 to 40 /b., EMERY—Tarkish— : $17.88 

BA@IVE Out of market at present time. Steel adj., steel hdle., per ee 
-_ ME, Mickétcceceaceve 10¢ , P % 
BELTING—LEATHER Domestic, ib Adj. Pistol-Grip, per doz $18.77 


SCREWS— 
Coach, Lag and Jack— 
Coach, Gimlet Point..... 20&5% 


Jack Screwa— 
Bree Be cckatsaviscere 15% 


Machine— 
Cut Thread Iron, 
Flat Head or Round Head, 
60&10% 
Fillister or Oval Round Head, 
50&10% 
Fillister or Oval Head .40&10% 
ag Thread Iron, F. H. or 


H. 60 
Fillister or Oval Head...80% 
Rolled elem | Brass: 
i sctasked 50% 
Fillister -- Oval Head. ..60% 


Set and Cap— 


Flat Head, Iron........ 40&5% 
Set (Steel) met advance over 
FPO. cocccccccscccccces 25% 
Sa, Ha COP ccccccucecs 6O&5% 
Hex. H Mii nave éreeeues 40% 
Fillister Head Cap...... 45% 
Wood 
Flat Head, Iron....... 70&15 % 
Raound Head, Iron. ..67'A%&15% 
Flat Head, Brass ..... 60&15% 


Round Head, Brass. .57'%%&15% 

Flat Head, Bronze. .55&10&10% 

Round Head, Bronze 
524&10&10% 


eos. S, DIES AND 


Set. 
Hand Taps, % to 1 im....45% 
a -g Taps, smaller than K, 


M. "s. i Taps, No. 2 , 
12 in. in 608 
M. S. Taper Taps, larger 45% 


WASHERS—Cast— 
Over ““-inch, barrel lots, per.. 
100 Jb. $8.00 


Iron and Steel 
Per 100 Ib. 
Size bolt 5/16 w% & 
Washers $13.40 12.50 11.40 


% 
11.20 11.10 


WRENCHES— 
PO res Yk&S% 
Alligator or Crocodile..... 50% 
Drop Forged S......+0s.- 15% 
Stillson pattern........ 60&5 % 
Genuine Walworth Stillson, 
METALS— 
Tin— 

Steatte, Mi ccccccecesceeas 65¢ 

nbeceageedaaasaneban 70-80¢ 
pa rican pig, 99 per cent, 

T0@72¢ 
Copper— 

Latte Enget ...-cccccce 21 to 22¢ 
ReOUGNORPERS cccccecees 20 to 21¢ 
GHEE cccccncececs 19% to 20¢ 


Spelter and Sheet Zinc— 
Western spelter ...10% to 11\%¢ 
Sheet Zinc, No. 9 base, cast 
14 to 14%¢. 
Lead— 


American pig.Per Ib., 
10% @11¢ 


Bar -Per Ib., 11@12¢ 
Solder 

% x % guaranteed......... 43¢ 

WO 2D cccececcocesccccecces 4 

_ aaa err 


6¢ 

Prices of solder indicated by 

private brand vary according to 
composition. 


Babbitt Metal— 


Best grade, per Ib.......... 90¢ 
Commercial grade, per Ib..... 50¢ 
Antimony— 

Asiatic, per Ib 11% @11%¢ 
Alaminum— 


No. 1 Aluminum (guaranteed over 
89 per cent pure), in ingots for 
remelting, per lb....85 to &8¢ 
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tapped; hexagon blank and tapped, list 
plus 3c. 

Cultivators.—The recent advance in 
cultivators appears to have stimulated 
rather than checked the demand. 

We quote from. jobbers’ stocks; Midget, 
$4.20 per doz.; three-prong cultivators, 
$8.40 per doz.; five-prong cultivators, $11.40 
per doz. 

Files.—An increased demand for files 
and rasps is reported, but inasmuch as 
stocks are badly broken, jobbers are un- 
able to supply all needs. A pronounced 
hole has been made in the stock of one 
house which was fortunate in having 
an unusually good one a fortnight or 
so ago. Small files are especially 
scarce. 

We quote from jobbers’ stocks: Files, 
Nicholson and Black Diamond, 40 and 10 
per cent discount; Great Western, Arcade, 
American, Kearney & Foote, ete., 50 and 5 
per cent discount; Swiss, list plus 15 per 
cent. Rasps-—Heller, 70 per cent discount; 
Superior, 75 and 5 per cent discount. 


Filters.—One of the leading manu- 
facturers of water filters has advanced 
prices between 10 and 15 per cent. 

Fire Arms.—The Harrington & Rich- 
ardson Arms Co., Worcester, Mass., has 
advanced prices on revolvers approxi- 
mately $1 each. This company is re- 
ported as having enough business on its 
books to-day to keep it operating at ca- 
pacity for a year. O. F. Mossberg & 
Sons, New Haven, Conn., are putting 
on the market a new four-shot .22 Cal. 
semi-automatic safety pocket pistol, 
known as the Brownie, which jobs out 
at $7.50 each. Its total length is 4% 
in., and its weight, 10 oz. Judging from 
orders being received by local jobbing 
houses for Stevens, Savage and Re- 
mington firearms, and the amount of 
business being booked by the Win- 
chester Co., 1920 will be a record 
breaker in sales made by the retail 
hardware trade. 


Freezers.—The demand for freezers 
shows some improvement, but retail 
dealers, presumably because of the high 
prices asked, are buying conservatively. 

We quote from jobbers’ stocks: White 
Mountain, 1-qt., $2.91 each; 2-qt., $3.39; 
3-qt., $4.05; 4-qt., $4.95; 6-qt., $6.27; 8-qt., 
$8.10; 10-qt., $10.80; 12-qt., $12.93; 15-qt., 
$15.36; 20-qt., $19.92; 25-qt., $25.56. 

Hose.—Weather conditions have con- 
tinued adverse for working up enthu- 
siasm in garden hose, but sales, all 
things considered, are very satisfactory. 

We quote from jobbers’ stocks: Bull 
Dog, % in., 20c. per ft.; Milo, % in., 17c. 
per ft.; Good Luck, % in., 16c. per ft.; 
Olympia, % in., 15c. per ft.; Leader, % in., 
13%c. per ft.; Commercial, % in., 11%c. 
per ft 

Iron and Steel.—Some of the local 
jobbers have received carlots of cold 
rolled steel since last reports, but these 
were immediately applied to standing 
orders so the supply situation to-day is 
no better than it was. Demands for 
all kinds of iron and steel on the job- 
bers are unusually heavy due to the in- 
ability of some of the manufacturing 
interests to secure raw material from 
the mills or other regular sources. We 
hear of at least one instance where both 
iron and steel has been shipped as far 
south as Virginia by a jobber and quite 
a little Boston stock has been sent to 
middle western points from Boston. 
Prices are reported as very strong, but 
unchanged. 


lron.—Refined, per 100 Ib., $5.50 base, 
except as noted; %, 9-16 in. round and 


square and 2%-in. and larger, $5.90; 7/16- 
in. round and square and smaller, $7.50; 
over 6 in., wide, $7; best refined, $7; Wayne, 
$8; band iron, $7.25; hoop iron, $8.25; 
Norway iron, $20; broken bundles of hoops, 
2c. extra; broken bundles of other iron, 
yc, extra, 

Steel.—Soft steel bars, $5.50 per 100-Ib. 
base; flats, 6 in. wide and narrower, over 
2 in. thick, $6; over 6 in. wide and not 
even inches, $6.35; concrete bars, plain 
round and square, $5.50 base; twisted 
squares, $6; structural, angles, channels 
and tees, under 8 in., $5.50 base; 3 in. and 
over, $5.50; cold rolled steel, rounds, $8 
base; squares, hexagons and flats, $8.50 
tire steel, 1% x % and larger, $6.50; nar- 
rower and thinner, $7; open hearth spring 
steel. $10: crucible spring steel, $15; steel 
bands, $7.25; hoops, $8.25; No. 10 sheets 
$8; plates, 4-in. and heavier, $6 base. 

Lawn Mowers.—Lawn mowers are 
coming forward slowly from the manu- 
facturers, while the retail demand is 
steadily increasing. While weather 
conditions have been unfavorable for 
many things, it has been splendid for 
lawns, a fact which should later help 
the retail dealer sell mowers. 

We quote from jobbers’ stocks: Cheaper 
grades, 14-in., $4.80 each; 16-in., ; 18-in., 
$5.20. Ordinary grades, 16-in., $7.50 each: 
18-in., $7.80. Better grades, 14-in., $11.40 
each: 16-in., $12.54; 18-in.. $13.68; 20-in., 
$14.82. Ball-bearing mowers, 14-in., $12.67 
each: 16-in., $13.94; 18-in., $15.20; 20-in., 
$16.47. 

Poultry Supplies—The jobbing sea- 
son on poultry supplies is drawing to 
a close and there is every reason to be- 
lieve it will have been an entirely satis- 
factory one, especially as regards in- 
cubators and some of the “chicken ac- 
cessories” such as galvanized feeding 
appliances. The market is practically 
bare on poultry fencing, and the same 
is true of field and lawn fencing, but 
no let-up in the demand is noted, not- 
withstanding prices quoted. 

Pipe Cutters—A Greater Boston 
manufacturer has advanced its prices 
on pipe cutters about 5 per cent. 

Pumps.—A Bridgeport, Conn., manu- 
facturer has advanced its prices on bi- 
cycle pumps approximately 20 per cent. 
This advance is the first one made in 
this line in a long time, and is due to 
the increased cost of production. 

Rivets.—For the second time within 
a month, local prices on small iron 
rivets have been advanced, this time 5 
per cent, making 10 per cent in all. 
Copper rivets and burrs also have been 
marked up 10 per cent. New England 
rivet makers are hard hit for raw ma- 
terial, at least one of them, Cobb & 
Drew, Plymouth, Mass., being obliged 
to close its rivet department for lack 
of it. 


We quote from jobbers’ stocks: Rivets, 
iron, small, 20 per cent discount; struc- 
tural, full kegs, $6.70 to $6.85 per 100-Ib. 
base. 

Screws.—A general advance amount- 
ing to approximately 10 per cent in cap 
set and machine screws is announced 
by the jobbing trade here. The west- 
ern automobile concern reported last 
week as in the market, bought 400 
gross brass machine screws. The mar- 
ket apparently is supplied with suf- 
ficient wood screws to fill all require- 
ments. 

We quote from jobbers’ lists: Wood 
screws, flat head bright, 70 per cent dis- 
count; flat head blued, 70 and 5 per cent 
discount; round head blued, 67% per cent 


discount; flat head brass, 60 per cent dis- 
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count; round head brass, 57% per cent 
discount; flat head brass plated, 6214 per 
cent discount; round head nickeled, 5714 
per cent discount; flat head galvanized, 55 
per cent discount. 

Coach screws, 25 per cent discount; set 
screws, 25 per cent discount; cap screws, 
square and hexagon, 20 per cent discount; 
fillister, list plus 10 per cent discount; flat 
and round cap, list plus 15 per cent dis- 
count; iron machine screws, flat and round 
head, 40 per cent discount; fillister, 30 per 
cent discount; flat and round head brass 
30 per cent discount; fillister, 25 per cent 
discount. 

Shovels.—An additional advance in 
prices for wooden snow shovels is in- 
dicated by the leading manufacturers, 
but full details have not been received 
by the jobbers here. The advance is 
based on the rising cost of lumber and 
labor. At the moment there appears 
to be an excellent demand for iron 
shovels notwithstanding the fact that 
the same thing selling for $14 to-day, 
before the war brought $4. 

Skates.—The Union Hardware Co., 
Torrington, Conn., has issued a new list 
on skates, full details of which are not 
available at the moment. 

Tires —A very much belated an- 
nouncement dated April 5 of an advance 
amounting to 75c. per pair has been 
just received by local jobbers from the 
Hartford bicycle tire interests. 

Washers.—Two months ago most of 
the jobbers were well supplied with 
washers of all kinds. To-day stocks 
are broken and it begins to look as 
though some sizes would soon become 
searce, especially 54 in. The demand 
for washers is excellent, especially 
from points outside New England. 

We quote from jobbers’ stocks: Cut 
washers, %-in. and smaller, 6c. per Ilb., 
larger, 5c. per Ib.; cut washers, 200-Ib. 
kegs, list; malleable washers, 12c. per Ib. 


Wire Cloth.—Jobbers’ prices on black 
wire cloth have been revised upward to 
a $2.60 base largely because of a great 
scarcity of cloth and the inability to ob- 
tain any from any but regular sources 
except at premiums. Jobbers will ac- 
cept no orders for factory shipment, 
nor are they likely to until the middle 
of July, if then. 

Wood Work.—Local quotations on 
wood work such as wagon and carriage 
spokes, etc., have been advanced to list 
for full bundles or sets. Broken bun- 
dles cost more money. 

Wrenches.—A Worcester manufac- 
turer of wrenches has advanced prices 
about 10 per cent, which is in keeping 
with similar action by some of the other 
wrench interests. Jobbers continue to 
report comparatively light sales of 
wrenches owing to the fact that brokers 
still have stock bought at low prices 
which they offer in competition. 


We quote from jobbers’ stocks: Stilson 
and Trimo and parts, 50 per cent discount; 
Coes and parts, in full packages, 20 per 
cent discount; drop forged wrenches, 20 
per cent discount; Westcott wrenches, new 
list; agricultural wrenches, 25 per cent 
discount, 


The Black & Decker Mfg. Co., Balti- 
more, Md., have opened a branch of- 
fice in Boston at 169 Massachusetts 
Avenue. D. G. Caywood, Northeastern 
manager of the company, will be in 
charge. A service station for products 
of the company will be maintained at 
the same address. 


y 
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Office of HARDWARE AGB, 
Cincinnati, May 8, 1920. 

re rong of goods is seriously af- 

fecting the hardware trade just 
now, and if deliveries do not improve 
retailers will be hard put to it to sup- 
ply the demand for various lines. This 
applies more particularly to wire prod- 
ucts, screen doors and ice cream freez- 
ers and refrigerators, for which there 
is a heavy demand at present. 

The continued “vacation” of the car- 
penters, together with the fact that a 
number of plumbers and electricians 
are on strike, has caused a cessation of 
building which is reflected in the de- 
mand for builders’ hardware. A bright 
spot, in the shape of reduced prices on 
lumber, according to people in close 
touch- with the building situation, will 
shortly appear, and the hope is ex- 
pressed that other things will also 
take a drop, so that a start can be 
made in supplying much needed dwell- 
ing places for workmen of the city. 

Hardware jobbers report that since 
the first of the month, they have re- 
ceived fewer notices of price advances 
than for many months past, and while 
not disposed to admit that the peak of 
the price wave has been reached, they 
regard this as a very favorable sign. 

Price advances noted since last re- 
port include clippers, wool shearing 
machines and repair parts, galvanized 
ware, hatchets and hammers, lawn 
mowers and rollers, machine bolts, 
wheelbarrows, and sash cord. 


Axes.—The new prices on axes, which 
have been received, but have not 
yet been put into effect, carry an ad- 
vance of about $1 a dozen. Jobbers, 
however, are still quoting from stock: 


3% to 4% 
$21.75 per doz. 


single bitted handled axes, 

Aluminum Ware.—The demand for 
aluminum ware of all kinds is still 
fairly heavy, and despite competition 
in the shape of department store spe- 
cial sales, retailers report business 
good. Prices are high, but this does 
not appear to affect the sales to any 
extent. 


Automobile Accessories—The poor 
weather encountered in April was 
undoubtedly responsible for the fall- 
ing off in sales of accessories. The 
automobile mechanics of this city are 
now on strike for higher wages, and 
this is also having an adverse effect 
on sales. Shipments are extremely 
bad, it being almost impossible to get 
bumpers. Fenders for Ford cars are 
also difficult to secure, as manufac- 
turers claim they cannot get the sheets 
to make them. Sales of tires are show- 
ing improvement, and there is also a 
big demand for motor car finishes. One 
jobber reports that his orders booked 
for tire chains for fall delivery are 
away ahead of his sales for the whole 
of last year. Ford demountable rims 
cannot be obtained, and the price has 
almost doubled since early last fall. 
There is also a big demand for locking 


devices, and sales of these have been 
heavy. 

Barbed Wire—There is a big de- 
mand from the country trade for 
barbed wire, and jobbers’ stock cannot 
begin to take care of it. Deliveries are 
very slow, and while it is hoped that 
they will show improvement, jobbers 
are not very confident that it will be in 
time to enable them to supply the de- 
mand. Prices remain the same as last 
week, jobbers quoting: 


6-in. 2-pt. cattle wire $4.35 per 80-rod 
spool; 4-pt. cattle wire, $4.65; 2-pt. hog 
wire, $4.65; 4-pt. $4.95. 

Builders’ Hardware.—The strike of 
the carpenters, plumbers and _ elec- 
tricians of the city has practically 


called a halt to all building operations. 
This has affected of builders’ 
hardware to a great extent, and this 
line may be classed as dull. There is 
practically no building of moderately- 
priced dwellings going on just now, as 
the high price of all materials practi- 
cally makes building prohibitive for the 
average workman. Rumors of lower 
prices on lumber are heard, and this 
may have the effect of bringing down 
prices in other lines to such an extent 
that it will be possible for the average 
man to start building his own home. 
A local jobber reports that he has no- 
ticed an increase in the sale of wall 
board, which is now quoted at $46 per 
1000 ft. No charges in prices are 
noted, and these are generally quoted by 
manufacturers as those ruling on date 
of shipments. 


sales 


Carbon Drills——This line is moving 
fast, and jobbers report that their 
stocks are in good shape, and shipments 
fair. 

Carbon drills are quoted at 
10 per cent off list. 


35 and 


Freezers.—Retailers report very sat- 
isfactory sales to. date, and with the 
coming of better weather these will be 
greatly increased. Deliveries are so 
bad that they fear they will not have 
enough freezers to supply the trade, 
and they report that it is now practi- 
cally impossible to place an order with 
the manufacturers for this year’s de- 
livery. 


Files —Demand has fallen off to a 
slight extent recently, accounted for by 
jobbers to the fact that a number of 
plants are only running part of their 
forces ‘on account of a machinists’ 
strike. Deliveries are very good and 
stocks in good shape to take care of 
any demands made upon them. 

All files are being quoted by jobbers 
at 45 and 5 per cent off. 


Glass —Window glass manufactur- 
ers are reported to be three to six 
months behind on deliveries, and it is 
stated that their output has been sold 
for the balance of the year. Local job- 
bers report that there is absolutely no 
plate glass to be had before next year. 
Stocks are in most cases shot to pieces, 
and jobbers are hard pressed to meet 
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the demands of their regular customers. 
Prices have not changed, though in 
some cases plate glass from stock is be- 
ing quoted at a high price in order to 
discourage business. 

Single strength “A” is quoted at 79 
per cent off; double strength “A” 79 
per cent off; plate glass 60 per cent off. 
Commercial putty in 100-lb. kits is 
quoted at 5%c. 


Galvanized Ware.—New prices have 
been put into effect during the past 
two weeks on galvanized ware, and 
these show an increase of approxi- 
mately 5 per cent over those previously 
prevailing. Higher prices of galvan- 
ized sheets is responsible for the in- 
crease, according to manufacturers, as 
they are now being compelled to pay 
from 10 to llc. a lb., whereas formerly 
they were able to secure them for 8 
to Ye. 


Jobbers quote Galvanized 
$4.45 per doz.; 12-qt. $4.90 
l6-qt. $6.65. Galvanized tubs 
per doz.; No. 1, $12.60; No. 2 
$16.60 


pails, 
14-qt. 
No 0, 


$14.25; 


10-qt. 
$5.45 
$10.25 


No 


Eaves Trough and Conductor Pipe. 
—Local jobbers report that they have 
none of these in stock, and _ local 
manufacturers report that they are 
finding it increasingly difficult to se- 
cure sheets to manufacture them. De- 
liveries are uncertain, and in order to 
secure sheets it is necessary for them 
to pay around 11%c. a lb. While some 
mills are quoting galvanized sheets at 
7.50c., no deliveries are promised. 

Flashlights and Batteries.—This line 


is not so prominent as was the 
case some weeks ago, but confidence 
is expressed by jobbers handling 


them that the demand will soon pick up, 
and that sales during the balance of 
the month will be on a par with those 
of the earlier months of the year. 


Garden Tools.—Retailers report the 
demand as very good, even though the 
season is pretty well advanced. Job- 
bers report a brisk demand for plant- 
ers’ hoes and hay forks for fall work. 


Lawn Mowers and Lawn Rollers.— 


New prices’. received during’ the 
past week show an advance of 
approximately $1.50 on the _ better 


grade of lawn mowers and rollers, and 
$1 on the cheaper grades. The season 
is a little early for these articles, yet 
jobbers and retailers report an increas- 
ing demand, and stocks in none too 
good shape to meet it. 

Machine Bolts, Nuts and Screws.— 
Some factories are now promising de- 
liveries of from three to six months. 
Jobbers, in order to take care of their 
customers, are picking up machine 
bolts wherever they can find them, and 
one of them reported that he was able 
to add about 20,000 lb. of bolts to his 
stock through brokers, and at prices 
below what the factories are asking. 
Prices on machine bolts have been ad- 
vanced slightly during the week, and 
jobbers now quote: 


Large machine bolts, 15 and 5 off list: 
smaller sizes, 30 and 5 off: large carriage 
bolts, 19 and 5% off, smaller sizes 30 and 
5 off; stove bolts. 50, 10 and 10 off; semi- 


9/16 and 10 


and smaller, 45 


finished nuts, 
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off; larger sizes, 35 and 10 off. Lag screws, 
35 and 10 off; wood screws, 72% and 10 off. 


Paints and Oils—The demand for 
paints and varnishes still holds firm, 
and retailers report sales as ex- 
ceptionally good. Prices show no 
change from those quoted during the 
past month. 

Rivets.—There is a big demand for 
rivets of all sizes, and jobbers’ stocks 
are in fairly good shape to take care 
of it. Bolt and nut shops report that 
they are able to make deliveries in 12 
to 16 weeks. Prices are the same as 
last reported, 30 and 5 off list. 

Refrigerators.—This item is_ be- 
ginning to move fast, and retailers 
report that their stocks will early be 
exhausted, with no prospect of having 
them replenished. 

Roofing Paper.—The demand for 
roofing paper locally has fallen off 
somewhat on account of the inactivity 
in the building trades. Deliveries are 
slowly improving, the jobbers taking 
advantage of the lull in business to re- 
plenish badly depleted stocks. Prices 
are the same as ruling for the past 
few months, though slate roofing is 
now quoted at $3.40 per sq. 

Sash Cord and Sash Weights.— 
Both these items are quiet, though 
an advance in the price of sash cord of 
2c. lb. has recently gone into effect. 
Sash weights are quoted at $4.25 per 
100 lb. 


Wheelbarrows. — Manufacturers of 
wheelbarrows have advanced their 
prices approximately 10 per cent, and 
these have been put into effect by local 
jobbers. The new price means an in- 
crease of nearly 70c. each on all makes. 

Wire Cloth and Poultry Netting.— 
These items are practically impossible 
to secure. Prices are the same 
as quoted during the past sev- 
eral weeks. A big demand for these 
goods is in evidence, with jobbers un- 
able at the present time to supply it, 
but hoping for better shipments in the 
near future. 

Wire Nails.—The situation as re- 
gards wire nails shows no change. It 
was. at first thought that with nearly 
every city embargoed, and Cincinnati 
practically open, that shipments would 
come through in quantities to meet the 
demand, but such has not proved to be 
the case, although some slight im- 
provement is noticed. Independent 
mills are still quoting around $6.30 per 
keg base, and local supply houses who 
buy their nails from these mills have 
no difficulty in securing $8.25 per keg. 
Jobbers’ quotations, however, remain 
at from $4.50 to $4.75 per keg, and 
while they are not able to supply the 
trade as well as they would like to, 
they manage to apportion the nails 
they are lucky enough to secure in such 
a way as to keep their customers from 
running out completely. 
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MINNEAPOLIS, 
May 4, 1920 
“| oat is a marked increase in the 

amount of goods arriving from the 
Eastern markets and also in the in- 
voices showing goods placed in transit 
by the factories. This shows that the 
shipping tangle in the East is showing 
some signs of being straightened out, 
and that the congestion around Chicago 
is slowly and surely being reduced to 
some semblance of order. 
However, it will take a long time to 
bring mercantile conditions around to 


ST. PAUL AND 


anywhere near normal, since goods 
were so much in demand before the 
“outlaw” railroad strike that many 


factories were sold out for the first 
half of the year. It is becoming more 
evident, as the season advances, that 
with no more serious trouble to con- 
tend with than has been met, business 
in general will be on a better basis by 
fall than it was at the start of the 
year. Labor conditions are affecting 
progress to some extent here but so 
far no serious tie-up has occurred. The 
continued cool weather has had some 
adverse influence on trade also, but this 
will undoubtedly be made up quickly 
when the change comes toward warmer 
temperatures. 

Collections continue to hold very 
well, and cash sales still are keeping 
up the increase they began last fall. 

Axes.—Call is keeping up to the nor- 
mal in this class of goods, with a new 
demand showing for the clearing of 


brush lands. Prices show no change. 

We quote from local jobbers’ stocks: 
Single bit, base weights, axes, $16.50 per 
doz.; double bit, base weights, axes, $21.50 


per doz.; Sager single bit, handled, $23.50 
per doz.; Hiawatha boys, handled, $14 per 
doz. 


Automobile Accessories.—Despite the 
fact that cool days have kept down the 
number of motor enthusiasts, the fine 
condition of the roads and the opening 
of the fishing season has speeded up 
the sale of auto accessovies to a very 
satisfactory point. The equipping of 
old cars with improved accessories is a 
point of interest to dealers, for there 
is a growing market in this line, due 
to the high price of new cars and the 
scarcity of them. 

Builders’ Hardware.—The call for 
builders’ hardware seems to be as far 
ahead of the supply as ever. Freights 
are bringing more of this class of goods 
every day as the roads relieve the con- 


gestion around Chicago. Some nails 
are coming through but not nearly 
enough to supply the demand. Finer 


hardware trim, coming from further 
east, is slower in arriving. Building is 
progressing as rapidly as supplies and 
labor will allow. 

Bolts.—Prices show no change from 
last week’s quotation, and the stocks 
are in fair condition, considering the 
length of time there has been no ship- 
ments arriving. Sales hold at about 
the same level as for the past few 
weeks, 

We jobbers’ stocks: 


from local 


quote 
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Small carriage bolts, 20 per cent; large 
carriage bolts, 15 per cent; small machine 


bolts, 30 per cent; large machine buits, 
20 per cent; stove bolts, 60 per cent; lig 
screws, 40 per cent; plow bolts, 25 per 
cent. 

Milk Cans.—The price shows no 


change in this line and sales are run- 
ning at about normal for this season of 
the year. 

Screen Doors and Windows.—Sales 
show some increase as the warmer 
weather approaches. Prices have not 
changed yet but some increase might 
be expected with wire cloth so scarce, 
and labor conditions as they are. 

We quote from local jobbers’ stocks: 
Common 2.5 x 6.8 screen doors, $20.10 per 
doz.; fancy 2.8 x 6.8 screen doors, $44.20 
per doz.; Sherwood adjustable 24-in. win 
dow screens, $9 per doz.; Wabash, exten 
sion, 24-in. window screens, $7.70 per doz 

Eaves Trough, Conductor Pipe and 
Elbows.—Call for this class of goods 
shows an increase in the past week or 
so, with stocks in bad condition. Manu- 
facturers are apportioning their prod- 
uct to their branch houses as best they 
can, trying to care for their customers 
to the best of their ability. Prices have 


not changed even in the face of the 
short supply. 
We quote from local jobbers’ stocks: 


Kkaves trough, 28 ga., 5-in. lap joint. single 
bead, $9.50 per 100 ft.; conductor pipe, 28 
ga., corrugated, 3-in., $9 per 100 ft.; 
elbows, 3-in. corrugated, $2.16 per doz 

Files.—The price of files is still the 
same as last reported, with sales on the 
increase. New stocks are coming 
through slightly better than a week or 
so ago. ; 

Freezers.—Call is still at a low point 
as the real season has not yet arrived 
for them. Prices are still as last re- 


ported. 

We quote from local jobbers’ stocks: 
White Mountain, 4-qt. ice cream freezers, 
$4.95 each; White Mountain, &-qt. ice 


cream freezers, $58.10 each. 

Galvanized Ware.—Despite the scar- 
city of galvanized material prices are 
still as last quoted. Sales are on the 
upward road and are keeping stocks at 
a low point. Pails are more in demand 
for contractors’ use. 





We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $12 per 
doz; standard No 2 galvanized ' tubs, 
$13.50 per doz.; standard No. 3 galvanized 
tubs, $15.75 per doz.; heavy No. 1 gal- 
vanized tubs, $2.50 per doz.; heavy No. 2 
galvanized tubs, $22 per doz.; heavy No. 3 
galvanized tubs, $23.50 per doz.; standard 


10-qt. galvanized pails, $4.20 per doz.; stand- 
ard 12-qt. galvanized pails, $4.60 per doz.; 
standard 14-qt. galvanized pails, $5.20 per 
doz.; stock 16-qt. galvanized pails, $7.80 
per doz; stock 1s-qt galvanized = pails, 
$9.15 per doz 


Glass and Putty.—Stocks of glass are 
very badly broken and jobbers are serv- 


ing only their old customers. Prices 
show no change. 

We quote from local jobbers’ stocks 
Single strength grade glass, 76 pet 
cent; double strength “A” grade glass, 75 
per cent Commercial putty in bladder 
$5.15 per cwt. 

Hose.—Sales are increasing, the 
householder adding his purchases to 
those of the contractor who has been 


buying heavily this Spring in this line 
There is no change in price. 


We quote from local jobbers’ stocks 
Competition, %-in. 3-ply, 10c. per ft.; con 
petition %-in. 5-ply, 124%4c. per ft cottor 


%-in., 18c. per ft. 


Lawn Mowers.—There is some inter 
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est being shown in lawn mowers by 
the consumer, for the first cutting is 
not very far distant. A week of warm 
weather would bring » flood of orders 
in this line, and in mower sharpening. 
Prices show no change. 


We quote from local jobbers’ stocks: 
Philadelphia, styles C and E, also style K, 
25 per cent; Philadelphia, style A, 20 per 
cent; Riverside ball bearing, 16 in., $7.40 
each, net. 

Nails.—The nail shortage has been 
acute here, and dealers have tried 
every way possible to take care of their 
customers. Contractors have been very 
patient in the matter, taking what they 
could get and using them. Price has 
suffered very little in the entire time 
of shortage and there has been no 
change in the past week. 

We quote from local jobbers’ stocks: 
Standard wire nails, $4.45 per keg base; 
coated wire nails, $5.50 to $6 per keg base 

Paper.—Some paper jobbers claim 
conditions are easier than a few weeks 
ago and but for the scarcity of cars 
they could make prompt delivery of 
practically everything in their line. 
Others say it will be some time before 
they can hope to reach the end of their 
order list even with the best of railroad 
service. Some show an advance and 
others are still on the old basis. Felts 
of all kinds are still very hard to obtain 
and mills are closed awaiting the ar- 
rival of raw materials. Prices shown 
below are as quoted by some of the 
jobbing houses. 


We quote from local 
Barret’s No. 2 tarred felt, pe. $ 
Barret’s threaded felt, 500-ft. rolls, $2.49 
per roll; Slater’s felt, $1.68 per roll; No. 
20 red rosin, 97c. per roll; No. 25 red rosin, 
$1.20 per roll; No. 30 red rosin, $1.45 per 
roll 


jobbers’ stocks: 


$5.05 per cw 


Planters.—Corn and potato planters 
are selling rapidly now and dealers are 
finding it necessary to re-order on these 


items. Prices show no change. 

We quote from local jobbers’ stocks: 
Acme potato, $10.75 per doz.; Acme corn, 
$10.50 per doz. 


Registers.—With the steady building 
that is being done and the high price 
of radiation, warm air plants are more 
in demand, and registers are selling 
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Office of HARDWARE 
Pittsburgh, May 8, 
Gone improvement is to be noted in 
\ the railroad strike situation in the 
Pittsburgh district, but so far this is 
slight, in spite of the optimistic re- 
ports that are put out almost daily by 
the local press and the railroad offi- 
cials. However, it is believed that the 
next week will see very material im- 
provement as some of the strikers have 
voted to return to work, and this will 
likely influence others now on strike 
to take similar action. 

The general effects of the railroad 
strike on the steel business were much 
worse than those of the steel strike 
last fall. The strike will throw all 
of the mills back two or three months 
longer in deliveries than they otherwise 
would have been, and means that very 


freely. Price is holding as it was last 
quoted. 
We quote from local jobbers’ stocks: 


Cast steel registers at 20 per cent discount 


from standard lists 

Rope.—Sales show an increase in this 
line with price holding at last quotation. 
Supply seems to be heavy enough to 
keep ahead of the demand. 


We quote from local jobbers’ tocks 
Columbian manila rope at 29c. Ib. base; 
Columbian sisal at 20c. Ib. base 

Sandpaper.—The market on _ sand- 


paper is still in the same condition as 
it has been for months. Factories are 
choked with orders and new business 
is coming fast enough to keep them 
going without any old orders to clean 


up on. Price shows no change. 

We quote from local jobbers’ stocks 
First grade, No. 1 sandpaper, $6 per ream; 
second grade No 1 sandpaper, $5.40 per 
ream; Garnet, No. 1 sandpaper $15 per 


ream 

Sash Cord.—Call is still far ahead of 
the supply and some factories are sold 
ahead as far as the third quarter of 
this year. Local price is holding steady 
and strong as last quoted. 


We quote from local jobbers’ stocks: 
Solid cotton sash cord, No. 8&8, $1.17 per 
lb.; cheaper grade sash cord, SS« per Ib 

Sash Weights.—Local supply does 


not begin to care for the demand and 
weights are being shipped in from other 
points (when possible). One _ local 
foundry on which the local market has 
been depending to a great extent has 
announced they are planning to give 
all their time to casting in other lines. 


Price, however, has not shown any 
change. 

We quote from local jobbers’ stocks 
Cast-ifon sash weight regular sizes, $4 
per cwt 


Steel Sheets.—Sheets are very short 
in the local market and only a few are 
allowed to a customer at a time. Fac- 
tories are shipping only a limited quan- 
tity at present due both to the scarcity 
of cars and materials. Local quotations 
show no change. 


We quote from local jobbers’ stocks: 
Black sheets at $9 base and galvanized 
sheets at $10.50 base. 


Solder.—Price remains unchanged and 
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little new tonnage in iron and steel 
products is available for late buyers 
for the remainder of this year. 

In the hardware trade, the railroad 
strike is naturally having a very serious 
effect. Two local jobbers report they 
have not received a full carload of 
goods for three weeks and al! of their 
supplies from local mills are being 
delivered to them by truck. In many 
staple lines the hardware jobbers’ 
stocks are about depleted, and so are 
those of the hardware stores. Prices 
are very strong, and on some lines of 
goods the manufacturers are not quot 
ing and are selling only on prices in 


effect at time delivery is made, and 
subject to their convenience in ship 
ment. The demand for seasonable 


goods is heavy and there is a very 
acute shortage in supplies of garden 
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local supply is sufficient to meet the 
demands at present. 


We quote from local 
Half and half solder, 42c. 

Tacks.—Sales are running at normal, 
with a fair supply on hand to meet the 
demand. Prices show no change. 

We stocks: 
American tinned 
carpet, & carpet, 
& OZ.. per 
Ib 


Tin Plate.—The local supply is very 
low and with the present transporta- 
tion facilities will remain that way for 
some time. Prices, however, are hold- 
ing steady as last quoted. 


jobbers’ stocks: 


per tb. 


local jobbers’ 
cut, 8 oZ., 82c. per doz. ; 
oz., 85c. per doz.;: blued 
double point, 11 oz., 39%4c. 


quote from 


We quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $20 per box; 
roofing tin, IC, 20 x 28, 8 Ib., coating, 
$18.50 per box. 

Washers.—Sales are at about normal 


and prices are steady at last quotation. 
Stocks are in good condition. 


We quote from local jobber stocks: 
4-in. wrought steel washer, $9.40 per 100 
Ib l-in. wrought steel washer, $9 per 100 
Ib 


Wire Cloth.—With the approach of 
fly time screens are being repaired and 
sales are on the increase. Stocks are 
only partly filled and factory ship- 
ments are weeks behind schedule. Prices 
show no change. 

We quote from local jobbers’ stocks: 
Black, 12 x 12 mesh, $2.50 per 100 sq. ft.; 
galvanized, 12 x 12 mesh, $3 per 100 sq. ft. 

Wire.—Wire of almost any descrip- 
tion meets with ready sale in this mar- 
ket, as the more commonly used sizes 
and kinds are so scarce. Considerable 
quantities are used in tying concrete 
forms, and the sizes used are very hard 
to find in the cities. Prices show no 
change. 

We quote from 
Black annealed wire, 
vanized annealed 
painted cattle wire 
per spool; galvanized 
spools, $4.28 per spool; 
S0-rod spools, $4 per 
hog wire, 80-rod spools, $4.57 per spool. 


Wheelbarrows.—The call for wheel- 
barrows is rapidly increasing as Spring 
work develops. 


stocks: 
gal- 
cwt. ; 
$3.73 


local jobber 
$4.20 per ecwt 
wire, $4.90 per 
80-rod spools : 
cattle wire, 80-rod 
painted hog wire, 
spool galvanized 


We quote from local jobber stocks: 
Fully bolted wood tray $56 per doz.; 
tubular steel, $9.15 each; garden, wood, $81 


per doz., or $7 each 


tools. Two makers of leading brands 
of lawn mowers are entirely sold out 
for the remainder of this year, and are 
not accepting any new orders. 
Builders’ Hardware.— Prices are 
steadily going up, one leading maker 
of hinges having advanced prices last 
week 10 to 15 per cent on all grades. 
There is a very great shortage in sup- 
builders’ hardware, and this 
operations to a great 


plies of 
is holding 
extent. 


Bolts, Nuts and Rivets.—Makers are 
sold up for months ahead, and 
two or three local producers are refus- 
more orders and are 


back 


some 


ing to accept any 
not quoting prices. Some grades have 
been advanced about 10 per cent and 


a general advance on all kinds of nuts 
and bolts is likely in a short time. Dis- 
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counts to jobbers in carloads or on 
large orders are as follows: 

For delivery over second quarter most 
manufacturers are quoting in large lots to 
jobbers as follows: 

Large structural and ship rivets, $4.50 
base; large boiler rivets, $4.60 base; small 
rivets, 50 per cent off list. 

Small machine bolts, rolled threads, 40, 
10 and 5 per cent off list; same sizes in cut 
threads, 40 and 5 per cent off list; longer 
and larger sizes of machine bolts, 30 and 
10 per cent off list. 

Carriage bolts, % in. x 6 in.: Smaller 
and shorter, rolled threads, 40 and 5 per 
cent off list; cut threads, 30 and 10 per 
cent off list; longer and larger sizes, 30 
per cent off list. Lag bolts, 50 per cent 
off list. Plow bolts, Nos. 1, 2 and 3 head, 
40 per cent off list; other style heads, 29 
per cent extra. 

Machine bolts, ¢c.p.c. and t. nuts, % in. 


x 4 in.: Smaller and shorter, 35 per cent 


off list; longer and larger sizes, 25 per cent 
off list; hot pressed and cold pressed sq. 
hex. blank nuts, 2c. off list. 

Semi-finished hex. nuts, U. S. S. and S. 
d *.: % in. and larger, 60 and 5 per cent 
off list; * in. and smaller, 70 and 5 per 
cent off list; 4% in. and smaller, A. L. A. M. 
or S. A. E., 70, 10 and 5 per cent off list. 

Stove bolts in packages, 70 and 10 per 
cent off list; stove bolts in bulk, 70, 10 and 
2% per cent off list; tire bolts, 55 and 10 
per cent off list; track bolts, 6c. base. 

One cent per lb., extra for less than 200 
kegs Rivets in 100-lb. kegs, 25c. extra. 

All prices carry standard extras f.o.b. 
Pittsburgh. 

Shovels.—No open prices are being 
quoted on shovels, all manufacturers 
being sold up for some months ahead, 
and with steadily increasing costs are 
not willing to quote prices now for 
indefinite delivery. One maker of 
shovels reports its output sold up to 
October, and if the railroad strike, 
which cut down the output of this con- 
cern very much, lasts two or three 
weeks longer, it will have no shovels 
to offer for the remainder of this year. 

Jobbers’ prices on high-grade shovels are 
higher and now range from $20 to $21 per 
doz. on high grade shovels, medium grades 
about $18 per doz., and high-grade spades 
$20 to $21 per doz. Best grades of coal shov- 
els are now held at $20 to $21 per doz, 

Automobile Supplies.—Reports re- 
cently printed show that there are in 
this country, in actual use at the pres- 
ent time, about 7,300,000 motor vehi- 
cles of various kinds, and this huge 
number explains to some extent why 
wide-awake hardware concerns that 
are carrying a full line of automobile 
accessories are having such large busi- 
ness. One prominent store in the East 
End of this city reports that its trade 
in automobile accessories so far this 
year is more than three times what it 
was last year. The profits on automo- 
bile accessories are very satisfactory. 


Sheets.—Operations with the sheet 
mills are improving some, the inde- 
pendent mills now running about 40 to 
50 per cent of capacity, while the 
American Sheet & Tin Plate Co. was 
running last week to about 25 per cent 
capacity. All the mills are sold up 
for some months ahead and very little 
material in sheets is available for the 
remainder of the year. The American 
Sheet & Tin Plate Co. recently sold, 
through its general sales managers, in 
a few hours, its entire output on sheet 
for the last half of this year. Prices to 


large jobbers in carload or larger lots, 
for indefinite delivery, are as follows: 
We quote No. 28 gage box annealed one- 


pass bleck sheets at 4.35c. to 6.50c.; No. 28 
galvanized, 5.70c, to 8.50c., and Nos. 9 and 
10 blue annealed at 3.55c. to 6c., the lower 
prices named being the March 21 schedules, 
which are still named by the leading inter- 
est, while the higher prices represent a fair 
range of quotations by the independent 
mills. 

Iron and Steel Bars.—In spite of the 
loss in production in steel bars, due 
to the railroad strike, there is an easing 
up in the supply, and reports are that 
one lot of 5000 tons or more is’ avail- 
able for early delivery, but so far has 
not been bought. Prices are firm, and 
to jobbers in large lots are as follows: 

Prices in carloads and larger lots are 
about as follows: Steel bars rolled from 
billets at 2.35c., this being the price of the 
Carnegie Steel Co. for very indefinite deliv- 
ery, likely not before first quarter of next 
year. Other mills rolling steel bars from 
billets quote from 3c. to 4c. at mill, prices 
depending entirely on the buyer and the 
delivery wanted. The demand for concrete 
reinforcing steel bars is fairly active, and 
we quote these, when rolled from billets, at 
4c. to 4.25¢., and from old steel rails at 
about 3.50c. at mill. We quote common 
iron bars at 4.25c. to 4.50¢., and refined iron 
bars, 4.50c. to 5c. in carloads, f.o.b. mill, 
Pittsburgh. 

Tin Plate—The American Sheet & 
Tin Plate Co. last week was losing a 
production of 5000 boxes or more of 
tin plate per day, due to the railroad 
strike. However, the situation is a 
little better. Some very large con- 
tracts for tin plate were made last 
week with can makers, at the official 
price of $7 per base box, f.o.b. Pitts- 
burgh, and contracts have also been 
made with concerns who do not use tin 
plate for making cans for food con- 
tainers, such as makers of tinware and 
other products, at $8 to $8.50 per base 
box. The export demand for tin plate 
is quite heavy, but local mills are selling 
very little, desiring to conserve as 
much of the output as they can for do- 
mestic consumers. 

We quote tin plate for domestic consum- 
ers and delivery in first half at $7 per base 
box, stock items $8.50 to $9, and for export, 
$10.50 to $12 per base box, all f.o.b. mill, 
Pittsburgh. 

Wire Products.—Two of the large 
makers of wire products in this district, 
Jones & Laughlin and Pittsburgh 
Steel Co., both report that they are 
taking only an occasional small order, 
and from regular customers, for ship- 
ment at their convenience. The rail- 
road strike has cut down very much 
the output of wire and wire nails, and 
has thrown the mills at least two 
months further back in deliveries. One 
leading maker of wire and wire nails, 
just outside of Pittsburgh, is holding 
wire nails at $4.50 and plain wire at 
$4, f.o.b. Pittsburgh. There would be 
no trouble in getting $6 or higher for 
wire nails in carloads if the mills 
were in shape to make delivery. 
Prices to jobbers in carloads or larger 
lots, for indefinite delivery, are as 
follows: 

Wire nails, $3.25 to $4.00 base per keg; 
galvanized, 1 in. and longer, including 
large-head barbed roofing nails, taking an 
advance over this price of $1.50 and shorter 
than 1 in., $2.00. Bright basic wire, $3.00 
and $3.50 per 100-lb.; annealed fence wire, 
Nos. 6 to 9, $3.00 to $3.50; galvanized wire, 
$3.70 to $3.95; galvanized barbed wire and 
fence staples, $4.19 to $4.45; painted barbed 
wire, $3.40 to $3.75; polished fence staples, 
$3.40 to $4.50; cement-coated nails, per 
count keg, $2.85 to $3.75; these prices be- 
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ing subject to the usual advances for the 
smaller trade, all f.o.b, Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days 
Discounts on woven wire fencing are 66 
per cent off list for carload lots, 59 per cent 
for 1000-rod lots and 58 per cent off for 
small lots, f.o.b. Pittsburgh. 


New York Cutlery Market 
Office of HARDWARE AGe, 
New York, May 11, 1920 

The local cutlery market is not par 
ticularly active. Trouble has been ex- 
perienced here as elsewhere in the mat 
ter of deliveries and shipments. Th« 
shortage continues and there is no 
promise of better deliveries or lower 
prices as long as the factories are be 
hind on production. 

The American Cutlery Bureau of In 
formation gave out a statement recently 
in which Judge Elbert H. Gary, chair 
man of the Steel Corporation, is re 
ported to have “told the stockholders 
at the annual meeting on Monday last 
that ‘America can take and maintain 
the leading position industrially, com- 
mercially and financially of all coun- 
tries of the world.’” The report con- 
tinues: 

“His sentiments were perhaps more 
directly reflected when, in the course of 
a recent interview, he said, ‘I think at 
the present time the leading cutlery 
makers of this country are producing 
razors, shears, pocket knives, carving 
sets, etc., of quality and workmanship 
fully equal to the best foreign products. 
I stand for the American cutlery manu- 
facturers.’ ” 

Pocket Knives.—The demand for both 
jack and pen knives continues very 
active. Jobbers report that they cannot 
get enough goods to even partially meet 
the local demand. Factories are re- 
ported far behind on their regular pro- 
duction schedules. . 


Standard American 2-bladed jack knife, 
3%-in. length, stag handles, brass lined, 
electro silver shield, 2 steel bolsters, no 
cap, $11.50 per doz., with a discount of 5 
per cent for dozen lots or more. American 
jack knife, 3% in. long, stag handle, elec- 
tro silver bolsters and shield, brass lined, 
1 pen blade and 1 large clip, polished blade, 
$12.50 per doz., 5 per cent discount box 
lots. 

Boy Scout Knives.—Standard pattern, 
stag handles, brass lined, electro silver 
shield and shackle, contains punch, can 
opener, cap lifter, screw driver and 1 large 
polished blade, 3% in. long, $19 per doz., 
with a discount of 5 per cent for box lots. 

Pen Knives.—Pearl handle, 2-bladed pen 
knife, 3% in. long, German silver shield, 
brass lined, $22 per doz. Pearl handle, 4- 
bladed pen knife, German silver tips, brass 
lined, German silver shield, 1 large blade, 
2 small pen blades, 1 nail file, $30 per doz. 

Butcher and Kitchen Knives.—The de- 
mand for both of these lines is in- 
creasing. The spring and summer 
orders are being received by local job- 
bers, who continually lament the fact 
that they are unable to get enough 
goods. 

Kitchen Knives.—Tempered steel blades, 
full polished, assorted styles, with enam- 
eled handles, $1.05 per doz. Forged steel 
blades, assorted styles, ebonized handles, 
$1.30 per doz. Crucible steel blades, 3% 
in., assorted cocobolo box wood and ebony 
eee brass rivets and burrs, $2.90 per 
doz. 

Butcher Knives.—Crucible steel blade, 
extra finish, cocobolo handle, 3 brass rive 
and burrs: 6-in., $4.20 per doz.; 7-in., $5.25 
per doz.; 8-in., $6.30 per doz. High-grade 
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«teel blades, scale 
$2.88 per doz.; 
$4.20 per doz.; 


tang, beech handle, 6-in., 
7-in., $3.67 per doz.; 8-in., 
10-in., $7.35 per doz. 
Carving Sets.—The approach of the 
June wedding season has apparently 


stimulated interest in this line. Prices 
so far are firm. 
Carving Sets.—Set consisting of knife, 


fork and steel, 8-in. forged steel blade, 

hed stag handle, $3.25 per set. Three- 
piece set, 8-in. forged steel blade, genuine 
stag handles, sterling silver fe rrules, $5.35 
per set. Three-piece set, 9-in. forged steel 
blade, genuine stag, fancy sterling silver 
bolster, $7 per set. 

Table Knives and Forks.—Tempered steel 
blades, full tang, 3 rivets, no bolster, white 
bone handle, 4 prongs, $1.90 per doz. pieces 
olished tempered steel blade, metal cap 
and holster, ebony handle, 4-pronged fork, 
3.25 per doz. pieces. Forged steel blade, 
celluloid handle, solid bolster highly pol- 
ished, $6.25 per doz. pieces. 


Scissors and Shears.—Interest is es- 
sentially firm in this line, but there is 
also a keenly felt shortage in many 
items. Cuticle scissors and small em- 
broidery scissors are especially in de- 
mand and hard to get. 


Trimmers.—Japanned handles, 6-in., $11.58 
per doz.; 8-in., $14.53 per doz.; 10-in., $22.37 


pol- 





per doz. Nickel-plated trimmers, No. 136, 
6-in., $13.58 per doz.; No. 138, 8-in., $17.16 
per doz.; No. 130, 10-in., $26.63 per doz. 
Manicure Scissors.—No. 573%, $17.20 per 
doz.; No. 574%, $18.15 per doz. 
Nail Scissors.—No. 663%, $17.20 per doz. 


Ladies’ Oval Pattern pn gee —Three-in., 
$11.17 per doz.; 5-in., $13.17 per doz.; 6-in., 
$14.63 per doz. 


Flat Pattern Ladies’ Scissors.—Five-in., 


912.63 per doz.; 6-in., $13.58 per doz 
Pocket Scissors.—Three and one-half in., 
$12.10 per doz.; 4-in., $12.63 per doz 


Razors.—Interest is not as keen in 
this line as in some of the others. Some 
local dealers claim that the reason is 
that prices are high and that there are 
so many moderate priced safety razors 
on the market. 


Razors.—Old style open blade type, with 
rubbe +r handles, full hollow ground, %-in., 

s-in., %-in., $21 per doz. Three-quarter 
holier ‘ground, W%-in., %-in., %4-in., $18 
per doz. Half hollow ground, ¥-in., %-in., 
4-in., $14 per doz. 

Paper Hangers’ Knives.—Forged steel 
blade, 3% in. long, 1% in. wide, polished 
maple handle, 1 doz. in box, round, $4.37 


per doz.; square, same, $1.37 per doz 
Forged steel blade, taper rolled, 2% in 
long, 1% in. wide, square point, polished 
maple handle, $5.70 per doz. 


Putty Knives.—VPolished 
in., brass ferrule, stained cherry handle, 1 
doz. in box, $1 per doz. Forged steel blade, 
tempered, cocobolo handle, 3 rivets in han- 


steel blade, 1% 


-” metal bolster, stiff blade, 1% in. long, 
20 per doz.; 2-in. blade, $7.15 per doz 
He xible handle, 1% in. long, $5.85 per doz.; 
J-in. blade, $7.80 per doz. 
Scraping Knives.—Saw steel blade, 3% 


in. long, 2 rivets, hardwood handles, $1.10 


per doz. Scraping knives, forged steel 
blade, cocobolo handle, lap bolster, rivet- 
ed, warranted, 3-in. blade, $9.20 per doz.; 
4-in. blade, $12.08 per doz. 

‘LL: 1 , 

Chicago Cutlery Market 

Office of HAarnDWARE AGE, 
Chicago, May 10, 1920 


New prices on butcher knives were 
issued this week showing an advance 
of approximately 5 per cent. Sales on 
all kinds of cutlery continue to be 
very heavy and jobbers are finding it 
very difficult to keep the staple items 
in stock. Hand toilet clippers are very 
searce. One of the largest manufac- 
turers of pocket cutlery is reported to 
be threatened with a strike unless they 
advance wages 25 per cent and pre 
lish a co-operative buying system in 


their plant to provide their employees 
with necessities such as sugar, meats, 
shoes, etc., at wholesale prices. All 
prices on cutlery are very firm and 
lower prices cannot be expected until 





cost of materials and labor are re- 
duced. 

Butcher Knives.—Standard beech han- 
die Americ: an- made butcher knives, “fully 
guaranteed.’ Three brass saw screw 
rivets in handles, 6-in 9.10 per doz.; 
7-in., $6.25 per doz.; 8-in., $7.50 per doz 
All prices net, f.o.b. Chicago Standard 
pattern kitchen knives, $1 to $3 per doz., 
net f.o.b. Chicago 

Jack Knives.—American 2-blads¢ tand- 
ard gage pocket knives, length, 3% in., 
stag or wood handles, $ r doz., f.o.b 
Chicago. Above are and black 
inside, with steel bolsters and no cap 

Length, 3% in., stag or wood handles, 
$12.00 per doz., f.0.b. Chicago Above are 





brass lined with nickel silver bolsters, caps 
and shields and clean inside. 

Length, 35% in., stag or wood handle 
$18.00 per doz., f.o.b. Chicago. Above have 
two cutting blades and one patented punch 
blade. They are brass lined with nickel 
silver bolsters, caps and shields. 

Length, 35 in. stag handles. “Boy 
Scout” pattern, $19.80 per doz., f.o.b. Chi- 
cago. Above have one cutting blade, one 
patented punch blade, one can opener 
blade and one combination screwdriver 
and bottle cap opener blade. All prices are 
net. 


Hand Toilet Clippers.—Brown & Sharpe 


clippers, Nos. 00, 0 and No. 1, $5.00 per 
pair list; No. 2, $5.50 per pair list; No. 3, 
$6.00 per pair list; less discount of 25 per 
cent Coates Khedive toilet clippers, per 
pair net, $1.95. Coates Success Toilet C a 
per No. 1, $2.40 per pair, net; No. 0, $2.! 
per pair, net; No. 00, 92.70 per pair, net. 
Razors.—Old style open blade type, with 
rubber handle, full hollow ground, 4-in., 
‘4-in., %-in., $21 per doz., net f.o.b. Chi- 
cago. Three-quarter hollow ground, %-in., 
5.-in., %-in., $18 per doz., net, f.o.b. Chi- 
cago. Half hollow ground, %-in., %-in., 
%-in., $14 per doz., net f.o.b. Chicago. 


Safety Razors.—Gillett Standard and vest 














pocket edition, list $60 per doz 

Auto-strop standard and army edition, 
list $60 per doz. Above takes a discount 
of 25 per cent, f.o.b. Chicago 

extra blades for avove, 6's, 50c., and 12's 
$1, less 25 per cent discount per package 

Gem Damaskene safety razors, 1 doz 
lots, $8.40 per doz., net, f.o.b. Chicago; 3 
doz. lots, $8 per doz., net, f.o.b. Chicago 
12 doz. lots, $7.50 per doz., net, f.o.b. Chi- 
cago. Gem extra blade lots of 1 doz 
packages, $4.20 per doz. packages; 12 doz. 
packages, $3.84 per doz. packages; 36 doz. 
packages, .60 per doz. packages 

Iever Ready safety razors, 1 doz. lots, 
$8.40 per doz., net f.o.b. Chicago; 3 doz 
lots. $8 per doz., net, f.o.b. Chicago. Ever 
Ready extra blades, standard package of 
6 blades, lots of 1 doz. packages, $3.48 per 
doz. packages; per card of 2 doz. packages, 
$6.96 per doz.; lots of 5 cards in one ship- 
ment, $6.48 per card. 


The prices of clipping and shearing 
machines and parts have advanced ap- 
proximately 10 to 15 per cent, effective 
May 1. The general demand for clip- 
ping machines has been good in spite 
of the backward season and with the 
shearing season well under way, dealers 
should anticipate their stocks and get 
in touch with their jobbers promptly. 
Quotations are as follows f.o.b. Chi- 
cago: 

Stewart No. 1 ball bearing clipping ma- 
chine, enclosed type, list $14. Top plate, 
$1.25; bottom plate, 91.75; trade discount 
25 per cent 

Stewart No. 9 ball be 

$22; trade 


chine, list 
Horse clipping attachment 
machine, list $9. Sheep shearing attach- 
ment for clipping machine, list $13; trade 
5 per cent. 


discount 25 


aring shearing ma- 
discount 25 per cent. 
for shearing 


Boston Paint Market 
Office of HARDWARE AGE, 
Boston, May 8, 1920 
Dry Colors.—So acute has become 
the shortage of first grade whiting that 
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certain mixed paint manufacturing in- 
terests have been obliged to greatly re- 
duce their output of wall finishes. 
Aside from whiting the dry color mar- 
ket appears to have enough stock on 
hand to fill all requirements. Prices, 
in less than barrel lots, from jobbers’ 
stocks, per lb., are reported as strong, 


but unchanged, as follows (figures in 
cents): 

Whiting . 3 Sienna mace 18-22 
Guilders 3 Metallic brown... 4 
Dry zine .15 Yellow ochre ....3% 
Lamp black, blk..15 Venetian red ..... 3 
Lamp black, pkgs.19 Ultramarine ylue..26 
Umber .... 10-12 BP. green, pkgs. 18 

Lead.—The scarcity of lead noted 


month or so ago appears to have been 
relieved. There is no weakening of 
prices, however, owing to the cost of 
production, transportation, etc. Job- 
bing quotations on lead, in 12%, 25 and 
50 and 100 lb. kegs, follow (figures in 
cents): 


12% Ib 25-50 Ib 100 Ib. 

White, oil 16 15% 15% 

White, dry ...... 16 156% 15% 
Red, oil ...... 16% 16% 16 

Red. dry ... | 16 15% 15% 

Oils, Ete.—The linseed oil market is 


4c. per gal. lower than it was a week 
ago. This decline is due to increased 
offerings by holders who have become 
uneasy over the recent heavy receipts 
of South American seed, which will be 
crushed in this country. The turpen- 
tine market is unchanged in price, but 
general opinion here is that it is due 
for a setback within the immediate fu- 
ture owing to the freer movement of 
stock from southern to northern ports. 
The trade admits, however, that there 
still remains a considerable demand to 
be satisfied before the market can go 
materially lower. For instance, one 
local house this week received 400 gal., 
but has on order 3000 gal. ey oil 
is now quoted at $1.86 per gal. in bar- 
rel lots, at $1.96 in 10-gal. lots, at $2.01 
in 5-gal. lots and at $2.06 in 1-gal. lots. 


Local jobbers’ prices on oils, etc., per 
gallon, follow: 

Oils: Alcohol, et 
Castor ... $2.30 Denatured . $1.01 
Cylinder ....... .70 Wood ..1.90-2.00 
Lard 2.00 Gasoline 35- 37 
Linseed 1.86 Benzine ‘ 35- .37 
Neatsfoot 1.85 Turpentine co 2:66 

Shellac.—The paint and hardware 
trade are getting shellac more freely 


owing to a steady .but slow increase in 
imports of gums, but market prices 
hold up strongly because of the high 
ocean and rail freight rates 


We quote from jobbers’ stocks: Orange 
gums, $1.90 per Ib.; best white gums, 
$1.90; ordinary grades of white, $1.80 


Sundries.—Oxalic acid has advanced 
9c. to 62c. per lb., due in part, at least, 
to increased demands on the already 
small available supply from straw hat 


cleaning establishments.. We quote 
from jobbers’ lists: 

Putty (best), in 125-Ilb. drums, 9'%c. per 
Ib.; commercial putty (in drums), 6\4¢.; 
paint removers $2.50 to $3.00 list; oxalic 
acid, 62c. per ‘ib 


Waxes.—Aside from a strong under- 
tone to prices, the market for waxes is 
without special feature. Jobbers’ 
prices on waxes follow: 


Floor waxes, 45c. to 50c. per Ib.; paraffin 
waxes (in cakes), 1l0%e ib.; parowax 
(in. Ib. cakes), 12c.; best beeswax, 55c. 
per cake, 
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Daniel Stern of American Artisan, Dead 


b igpe death of Daniel Stern, publisher 
and proprietor of the American 
Artisan and Hardware Record oc- 
curred recently at his home in Chicago. 
Mr. Stern had long been identified in 
the trade journal field and was known 
to many of the hardware merchants of 
the country. 

Mr, Stern was born in Chicago, April 
26, 1859, and upon graduation from 
high school entered into the advertis- 
ing field in Chicago and published sev- 
eral theater programs. In 1878 he be- 
came connected with the Watchmaker 
and Metalworker, a monthly trade pub- 
lication, and it was there that he thor- 
oughly learned the advertising, edi- 
torial and mechanical end of trade 
journalism. He was particularly suc- 
cessful in enhancing the publicity 
value of his payer. 

In 1880 he was one of those who es- 
tablished the American Artisan, which, 
before this time, had been a house or- 
gan for Cragin Brothers and Chandler 
and had been known as the Tinner and 
House Furnisher. The publication, 
which was a monthly, was changed by 
Mr. Stern to a semi-monthly two years 
later and became a weekly publication 
under his guidance in 1885. Since that 
time he has given the magazine his 
personal supervision. 

Mr. Stern was a keen judge of char- 
acter and not deceived by splurge and 
glitter. He possessed a highly appre- 
ciative sense of humor which was 
wholly free from malice and his wit 

















Daniel Stern 


was always welcomed in his speeches 
at banqucts throughout the country. 
He was a member of seventeen various 
lodges and associations. 

He is survived by seven sisters and 
three brothers. 


Heavy Hardware Association in Convention 


The almost hopeless condition of 
transportation throughout the country, 
was the keynote of the speeches by 
members of the American Iron, Steel 
and Heavy Hardware Association dur- 
ing the eleventh annual convention at 
the Bellevue-Stratford Hotel, Philadel- 
phia, May 4, 5 and 6. The first two 
days of the convention were given 
over to business of the organization 
and a tour of the plant of the Lukens 
Steel Co., Coatesville, Pa., during 
which the members were shown the 
giant plate, rolled by the Lukens com- 
pany for a locomotive firebox. The 
members who inspected the plant were 
guests of the Lukens Steel Co. at a 
luncheon. 

The officers and executive committee 
of the association for the coming year, 
elected at the final session of the con- 
vention, are: E. J. McCarthy, Beals, 
McCarthy & Rogers, Buffalo, presi- 
dent; Andrew Wheeler, Morris, Wheel- 
er & Co., Philadelphia, first vice-presi- 
dent; William L. Miekant, Beck & 
Corbett Iron Co., St. Louis, second vice- 
president. The following executive 
committee was elected: J. B. Carse, 
Ogden & Wallace, New York; J. I. 
Stephenson, Cincinnati Iron & Steel 


Co., Cincinnati; C. W. Henderson, Jr., 
Arthur B. Harvey Co., Boston; Roy 


Hall, Inland Iron Co., Fresno, Cal.; 
H. A. Lockwood, Edgar T. Ward’s Sons 
Co., New York, and C. R. Williams, 
Williams Hardware Co., Minneapolis. 


Ohlen-Bishop’s New Plant 

The Ohlen-Bishop Co., Columbus, 
Ohio, which is a merger of the firm of 
James Ohlen & Sons Saw Mfg. Co., 
Columbus, Ohio, and the Geo. H. Bishop 
& Co. of Lawrenceburgh, Ind., is erect- 
ing a large addition to its Columbus 
plant. The new building is of the saw- 
tooth type and is expected to be ready 
for producing about July 1. 

Plans are being drawn for extensive 
additions to the Bishop plant at Law- 
renceburgh. These plans with specifi- 
cations will be offered to contractors 
about June 1.. 


Saturday Closing Hour 

The hardware dealers of Springfield, 
Ohio, have agreed to close their stores 
each evening, excepting Saturday, at 
5.30. The earlier closing time is the 
result of the earlier closing hours ob- 
served in factories in the city, dealers 
figuring that the employees of these 
factories have ample time to make their 
purchases before the time mentioned. 
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Selling Summer Toys 
(Continued from page 88) 
of motion in my toy windows. The 
children would stand and watch mo- 
tion displays by the hour and the 
mechanically inclined boys would 
study out the whole mechanism. 

The secret of interesting the 
youngsters is to keep something do- 
ing along lines they understand. 
Change the windows; show things 
there that will please them; make an 
appeal to their desires. Make the 
children want things and they will do 
their best to get their parents to 
buy them. 

The toy business in its broadest 
sense will develop into something 
pretty good in the vacation days, and 
they will no sooner be over than it 
will be time to plan for the coming 
of the holidays. Toys pay a liberal 
dividend in the way of direct profit, 
and they pay a bigger dividend yet 
in the way of getting the youngsters 
started on their buying career as 
friends and customers of your store. 


Hardware Shortage 
(Continued from page 92) 
LABOR: 

(1) Labor situation is uncertain, but 
is easier at present following re- 
cent advances in wages. Our 
production in volume is still be- 
low the pre-war period, due to 
numerous causes, among them 
being shortages of certain kinds 
of labor and less efficiency, dif- 


ficulty in getting materials, 
transportation difficulties, car 
shortage and sickness among 
employees. 


EXPORT SITUATION: 


(1) We do a considerable export 
business, but not much with 
those countries which are seri- 
ously affected by the fall in ex- 
change. Embargoes against 
shipments to European countries 
would not directly nor material- 
ly affect the supply of builders’ 
hardware for use in this coun- 
try. 

CONSUMER DEMAND: 

(1) Consumer demand is at present 
very urgent and should continue 
to develop with increased force 
as spring opens and building op 
erations become more active. 





New Building for Accessories 

The F. G. Strong Hardware Co., 
Eagle River, Wis., which has devei- 
oped a large automobile, tractor and 
motor accessory business in the last 
few years, is establishing this depart- 
ment on a distinct footing and erecting 
a brick and concrete garage, ware- 
house and service building, 50x110 ft, 
part two stories high. 
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of HINGES 


The Importance 
ina COMMUNITY 


phe rl after street, Churches, Schools 
Buildings, and Homes; thousands of persons living 
within a few square miles. 
apart—has his own ideals, ambitions and work, 


Public 
Yet each one lives his lite 


Of all our modern improvements and appliances to 
make city life more pleas int, none is Quite so tmportant 
as the hinge. Hinges make Doors possible! And 
doors provide protection, convenience and quiet—per- 
mit the family, the unit of civilization, to live alone. 

McKinney Hinges and Butts have served a nation 
for fifty years.. Unassisted, unnoticed, without sagging 
or even a squeak, they have quietly established a répu- 
tation—a standard by which all other hinges may be 
fairly judyed. 

McKinney Hinges and Butts are made to artistically 
match any architectural design. From massive door to 
small box.lid they serve their purpose well. They fill 
every hinge need perfectly! , 

When you consider building or repairs, remember 
the importance of hinges. A careful and correct selec- 
tion will be rewarded by years of noiseless, uniner- 
rupted service. 4 \ : 

And when you go to buy, don’t just ask for hinges. 
Get the best by remembering the name McKinney. 

The name ¢s important. 
MeKINNEY MANUFACTURING COMPANY,  Piteburg 


Western office, Sali-Lake Bidy. Chica Lapor Kepresent 


MCKINNEY. 
Hinges and Butts 


slgin 
foot har r nd McKinney Q 
Thaw MeKovury One Man Trucks dimanate the need of extra Alpers and eat ire 














This is the fifth advertisement in the big national 
campaign to make everyone consider the im- 
portance of hinges and to buy the best. This 
advertisement appears in the Saturday Evening 
Post, May Ist. Other advertisements, appearing 
in Architects’ and Builders’ Magazines, are 
swinging this class of buyers toa full realization 
of the McKinney standard. 


HARDWARE AGE 
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Hardware Dealers 


McKinney advertising is doing wonders 
for McKinney Hinge and Butt sales. 
Millions who before gave little thought 
to the importance of hinges, now know 
the worth of the name ‘‘McKinney”’ on 
the hinges or butts they buy. 

Hundreds of Hardware Dealers have 
identified their stores with this big adver- 
tising campaign. The results have been 
beneficial both in sales and prestige gained. 


Give your store the added impetus 
made possible by national advertising. 
Establish it as Headquarters for McKinney 
Products in your locality. 


Proper display material—the connect- 
ing link between your store and the 
national advertising—will be forwarded 
upon request. 


McKinney MANUFACTURING CoMPANY 
Pittsburg 
Western Office, State-Lake Building, Chicago 
Export Representation 


Also manufactures of McKinney 
garage and farm building door 
hardware, furniture-hardware 
and McKinney One-Man Trucks. 


MCKINNEY 


Hinges and Butts 







































Products Being Placed on the Market by Hardware Manufacturers 


The Snitch Baby 


““Snitch-Baby, 
Snitch!” 

If you say just that to the new talk- 
ing board of the Goldman-Linehan Man- 
ufacturing Co., St. Paul, Minn., it is 
said that all the secrets of the world, 
and more than one woman could ever 
tell, will be immediately unfolded. 

The principle involved is somewhat 
similar to that of the familiar ‘“Weegy” 
The Snitch Baby moves on four little 


Snitch—Go’wan and 





The Snitch Baby 


wheels, that rotate, it is said, through 
control of the “spirits.” This causes 
the little platform with the pointer to 
“‘sasshay” back and forth to the dictates 
of the aforesaid spirits. One person 
may work this new talking board, 
which will spell out words, give months 
of the year, say “yes” or “no,” give 
numbers and even punctuate its own 
utterances. Many mortals can not do 
the latter. The running track of the 
indicator is grooved to allow the pointer 


to reach either side of the playing 
board. 

The Snitch Baby is finished in nat- 
ural wood, with black letters. The 


complete outfit is shellacked to preserve 
the wood. 


The Cootie Game 


It is said by the Irvin-Smith Co., 
Chicago, that everybody is just “itch 
ing” to play its new Cootie Game. 
The game consists of a playing board, 
(which also serves as the containing 
box), painted with a war-like scenic 
background, showing soldiers firing off 
big guns. At one end of the battle- 


ground is a wire mesh cage, with two 
folding doors that don’t always remain 
open, or closed at 
Four metal capsules, with ball bearings 
inside to aid in locomotion, serve as the 





The Cootie Game 


“cooties.” The point of the game is to 
corral all four cooties in the cage by 
skillfully tipping the playing board. It 
may sound simple—but try it. The 
cooties will move without much prompt- 
ing, but not necessarily toward the 
cage. ; 

The manufacturers say that the 
game is as catching (but much more 
popular), as the original “cootie” of 
international fame. 


Bluffton Slaw Cutter 


The Rapid Slaw and Vegetable Cut- 
ter is made by the Bluffton Slaw Cutter 


the right time. 


Company, Bluffton, Ohio, and is offered 
in several sizes. 

The number one model is made of 22 
gage steel, plated with block tin to 
insure it against rust. It is 12% inches 
long and 5 inches wide, and is rein- 
forced with number 9 galvanized wire. 
The five, four inch friction tempered 
knives are sharpened so that the top is 
hardened and the bottom left soft. The 
manufacturer says that this causes a 
thin sharp edge to be left as the blade 





Bluffton Slaw Cutter No. 1 


wears. Five slices are cut at each 
stroke. By proper control of the pres- 
sure placed on the cutter, the resultant 
slice may be made either fine or coarse. 

This cutter is sanitary and easy to 
clean and the maker guarantees it 
against dullness or rust for ten years. 

The Bluffton Slaw Cutters come 
packed in cardboard—one dozen to a 
box. The weight per dozen is 9 pounds. 


Serrated Edge Bread Knife 


The Burns bread knife, said to “cut 
like wildfire,” is made by the Burns 
Manufacturing Co., Syracuse, N. Y. 

As the illustration shows, the cut- 
ting edge is serrated. This is said to 
produce a clean cut without tearing 
the bread or causing crumbs, for the 
knife cuts with each motion of the 
hand. The wooden handle is held with 
three brass rivets, and the blade ex 
tends the length of the handle. 


Burns Bread Knife 
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FROM YOUR VIEWPOINT 


Do you remember the first catalog you ever saw, with those grotesque wood cut prints and ridiculously ex- 
aggerated descriptions—everything presented from the maker’s standpoint? In those days service had not entered 
the mind of the manufacturer. He made his goods his way, and sold them for his own benefit. 

What a contrast in impression and frank presentation obtains in the Richards-Wilcox’s new catalog of 


DISTINCTIVE GARAGE DOOR HARDWARE 


Seginning with the front cover, handsomely displayed in full color, this catalog is built to accommodate 
the convenience of the person interested in garage door hardware. 

Not a garage doorway condition is left unprovided for—not a personal taste overlooked. 

Here are displayed hundreds of sets of distinctive fixtures for doors which operate inside and outside of the 
doorway—suitable for every conceivable condition—and all so lucidly and completely compiled, so simply illus- 
trated and so plainly detailed that the reader may select unerringly the exact set suited for his garage, his 
taste and his purse. 

i 





A copy of this beautiful book will be 
mailed to anyone interested in garage 





door hardware, on request. 
Ask for Catalog UA-22. 


CHICAGO BOSTON 
curcaceo, AURORA. ILLINOIS,U.S.A. Netw vor 
LOS ANGELES MINNEAPOLIS 
PHILADELPHI —_——----- LONDON,ONT. —— SAN FRANCISCO 






























Emco Crank Shaft Re-Finisher 


The Emco Crank Shaft Re-Finisher 
is made by the Emco Mfg. Co., Bing- 
hamton, N. Y. It is constructed of 
steel, bronze and iron, with a view to 
attaining strength, compactness, light 
weight and simplicity of operation. 
The block or guide is of bronze end is 
fitted with wool felt wipers. The cutter 
rests on a sliding carriage and is oper- 
ated with a thumb screw to keep a new 
cutting surface constantly in contact. 

The purpose of the Emco crank shaft 
re-finisher is to make it possible for any 
mechanic to “true up” flat, uneven, or 
scored crank bearings. It is said that 
to perform this operation in a lathe is 
difficult, uncertain and rather expen- 
sive. With an Emco re-finisher, and a 
vise, says the manufacturer, a crank 
shaft may be re-finished with microm- 
eter accuracy, in an exceedingly short 
time. In many cases it is not neces- 
sary to remove the crank shaft from 
the engine. 

The Emco Re-Finisher is 8% inches 








Emco Re-Finisher 


5Y 


long (exclusive of handle) by 5% 
inches high and weighs only 3% 
pounds. It will accommodate any 


shaft up to including 2% inches diame- 
ter. An extra block for Ford crank 
shafts is furnished with the tool. 


Perfection Side Windshields 


The Perfection Windshield Co., Indi- 
anapolis, Ind., is manufacturing the 


% 


MOTOR ACCESSORIES 


Perfection Side Windshield, an acces- 
sory that will fit any car. 

It is said that the best quality steel 
stampings are used, for the metal parts. 
To avoid breakage, the glass is sup- 
ported in metal channels, at both top 











Perfection Shield 


and bottom. To overcome the possi- 
bility of rust, the finish is offered, in 
either heavy black enamel, or nickel 
plate consisting of zinc, copper and 
nickel. 

As the windshields are completely 
assembled, it is only necessary to secure 
the accessory to the front windshield 
supports by tightening the two con- 
necting bolts. 

The makers say that the Perfection 
Side Windshields permit the passen- 
gers of an automobile, to deflect the 
wind in any desired direction; just as 
the shields of a Pullman car give the 
occupants of a berth control over the 
air supply. It is also said that with 
this shield, it is not necessary to put 
up the front curtains to keep the rain, 
snow and dust from the front seat. 


Roberts Cut-Out and 
Safety Valve 
An automobile muffler is like a hu- 
man appendix, in that you seldom know 





you have one until it gets out of order. 
Mufflers burst without warning and 
when they do your engine makes a noise 
like artillery going into action. The 
bursting is caused by raw gas gather- 
ing in the exhaust pipe and muffler, 
either through ignition trouble or too 
rich a mixture, and there exploding. 
The Roberts Cut-Out and Safety Valve 
made by the G. E. Roberts Co., Mil- 
waukee, Wis., is designed to prevent 
such trouble and also to relieve back 
pressure. 

It replaces the regular muffler and 
the exhaust end, and is equipped with 
a spring controlled “pop valve” which 
acts automatically. When raw or burnt 
gases enter the exhaust pipe faster 
than they can pass through the muffler, 
the pressure opens the spring valve and 
permits the gas to pass out without 
damaging the muffler. As soon as the 
pressure is released the valve auto- 
matically closes. 

This attachment relieves back pres- 
sure in that the valve would open as 

















Roberts Cut-Out and Safety Valve 


the pressure increased. Back pressure 
of course retards the progress of the 
car and cuts down on the power ac- 
cordingly. 

A hand control at the driver’s seat 
enables the use of this attachment as a 
hand operated cut-out. 
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|} was'a plot to flood the market with 
low-grade spark plugs bearing the 
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pany. So nearly perfect in appear- 
ance is the imitation that it deceived 
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uine spark plug, the police sald, 
n and many dealers innocently re- 
Imitation of Toledo Concern‘s pine spurious page oni thes 
* quickly wore out. ther dealers 
Product Marketed. were charged with “profiteering” 
when they asked the standard price 
Cs for the genuine plug after the imit 
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For Your Protection 


HE clipping reproduced above has appeared generally in the newspapers thruout 
It refers to a plot entered into by certain unscrupulous persons in an 
effort to defraud dealers into buying a low-grade imitation of much inferior quality to 
our famous Champion ‘X’”’ Spark Plug. 


the count 


ry. 


While prosecution and conviction has already resulted in some cases, we expect to 
obtain the same results in other actions now pending both for the protection of the 








consumer, dealer, jobber and ourselves and we 
will not stop till we have cleared the country of 
these fraudulent imitations. 


While the figures mentioned in the press dis- 
patch are exaggerated, they serve the purpose 
of warning dealers to handle only genuine trade- 
marked goods. 

All genuine Champion ‘‘X”’ Spark Plugs are 
packed in cartons— 25 cartons per case to the 
dealer. Each carton as well as each plug must 
bear our trade-marked name ‘‘Champion.” 


For your protection 
—Avoid Champion Spark Plugs offered at less 
than regular prices and not in original packages. 
—Buy Champion Spark Plugs thru regular job- 
bing sources. 
Champion Spark Plug Company, Toledo, Ohio 


Champion Spark Plug Company, of Canada, Limited, Windsor, Ontario 




























MANUFACTURED BY 


|| AMPION 
| SPARK PLUG CO. 


\\ | Tote00. on10. USA. 




















Notes of the Retail Hardware Trade 


COLORADO SPRINGS, Cou. — The 
Clough-Graves Hardware Company is 
now occupying its new quarters at 27 
South Tejon Street. The interior of 
its store has been re-decorated. 

ANCHOR, ILL.—F. P. Johnson has 
purchased the hardware stock of C. H. 
Ficken. 

BAYLIS, ILL.—R. I. Ogle, who for 
several years has been manager of the 
Stone Bros. Hardware Company, has 
purchased the business. 

3LUPIT, ILL.—Lupton and De Lay 
have disposed of their stock to A. B. 
Tewksbury. 

SHELBYVILLE, ILL.—W. H. Lumpp 
has retired from the hardware _ busi- 
ness and sold his stock to J. H. Foster. 

Tusco.La, ILtt.—H. Ray Warren has 
bought the two-story building which he 
now occupies as a hardware store. 

DONNELLSON, IowA.—The Donnellson 
Hardware Company is purchaser of the 
George Armknecht hardware stock. 

NORTONVILLE, KAN.—S. E._ Long- 
worthy & Co. has succeeded to the 
business of Ring & Hill. Their stock 
will comprise automobile accessories, 
belting and packing, buggy whips, 
builders’ hardware, churns, cream sepa- 
rators, crockery and glass, cutlery, gal- 
vanized and tin sheets, gasoline engines, 
heating stoves, heavy farm implements, 
heavy hardware, home barbers’ sup- 
plies, lubricating oils, mechanics’ tools, 
ranges and cook stoves, wagons, bug- 
gies and washing machines. 

ASHLAND, Ky.—The Ogden Hard- 
ware Company has increased its capital 
stock to $80,000. 

CALUMET, MicH.—The Portage Lake 
Hardware Company, Ltd. of Houghton, 
has bought the stock of the Carlton 
Hardware Company, and will continue 
the wholesale and retail business at the 
same location. The firm name will re- 
main unchanged. The Carlton Hard- 
ware Company was established by F. S. 
Carlton about thirty years ago. He 
retired about two years ago. Catalogs 
requested on a general line of hardware 
and specialties. 

SouTH HAVEN, MIcH.—Warren J. 
Dodge and Dwight Williams have pur- 
chased the interest of Frank E. Rood in 
the Moore Hardware Company, Inc. 

StTocKToN, Mo.—Davis &  Fillpot, 
purchasers of the Miller and Babbs 
hardware stock, request catalogs on the 
following lines: Automobile  acces- 
sories, buggy whips, builders’ hardware, 
building paper, churns, cream sepa- 
rators, cutlery, dynamite, fishing tackle, 
galvanized and tin sheets, gasoline en- 
gines, harness, heating stoves, heavy 
farm implements, heavy hardware, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared roof- 
ing, pumps, ranges and cook stoves, re- 
frigeratore, sewing machines, shelf 
hardware, wagons, buggies and wash- 
ing machines. 

SEDALIA, Mo.—The Harpstrite hard- 
ware store has been bought by the H. 
W. Knight Hardware Company. 

3L00MFIELD, NEB.—Manke Bros. have 
sold their stock to E. F. Salmon, who 
will continue it under the same name. 
Catalogs requested. 


CHARLOTTE, N. C.—The Carolina 
Sporting Goods Company has been in- 
corporated with a capital stock of $25,- 
000 to deal in baseball goods, bicycles, 
children’s vehicles, dog collars, fishing 
tackle, silverware, sporting goods, toys 
and games. 

NomeE, N. D.—Rosaaen & Hansen 
have disposed of their hardware busi- 
ness. C. M. Rosaaen is the purchaser. 

PorRTLAND, N. D.—Eastvold, Groth & 
Co., new owners of the Goose River Im- 
plement Company, request catalogs. 

AMANDA, OHI0.—The Dickson Hard- 
ware Company has made several im- 
provements in its store. 

Fostoria, OH10.—The Fruth Hard- 
ware Company, doing both a wholesale 
and retail business at 226 South Main 
Street, has increased its capital from 
$15,000 to $50,000. It has also taken 
over the Arcada hardware stock of 
Arcada. 

JACKSON, OHJO.—The Ridenour- 
Johnson Hardware Company has been 
incorporated with a capital stock of 
$20,000, to deal in the following, on 
which catalogs are requested: Auto- 
mobile accessories, baseball goods, bath- 
room fixtures, belting and packing, bi- 
cycles, buggy whips, builders’ hard- 
ware, building paper, children’s  ve- 
hicles, churns, cream separators, crock- 
ery and glass, cutlery, dairy supplies, 
dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, ham- 
mocks and tents, harness, heating 
stoves, heavy farm implements, heavy 
hardware, kitchen housefurnishings, 
lime and cement, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, tin shop, 
wagons, buggies and washing machines. 
The incorporators are W. Ridenour, H. 
Johnson, M. G. Ridenour and M. B. 
Johnson. 

LANCASTER, OHI0O.—The J. H. Gold- 
camp Company has been incorporated 
by J. H. Goldcamp, F. F. Goldeamp, J. 
A. McCauley, Edward Spires and T. 
3rown. The firm will handle a line of 
automobile accessories, belting and 
packing, bicycles. buggy whips, build- 
ers’ hardware, building paper, chil- 
dren’s vehicles, churns, cream sepa- 
rators, cutlery, dairy supplies, dog col- 
lars, fishing tackle, furnaces, galva- 
nized and tin sheets, gasoline engines, 
hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy 
hardware, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared _ roofing, 
pumps, ranges and cook stoves, sewing 
machines, shelf hardware, silverware, 
sporting goods, wagons, buggies and 
washing machines. 

LEETONIA, OHI10.—The Taylor-Luce 
Hardware Company has bought the 
business of S. S. Groner and requests 
catalogs. 

SuNBuRY, OHI0.—The Patrick Hard- 
ware Company has been incorporated 
with a capital stock of $25,000, by D. 
M. Cupp, Fannie Patrick Cupp, W. 
Stanforth, P. S. Stanforth and T. B. 
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Perfect. Among the lines carried will 
include: Automobile accessories, bath- 
room fixtures, bicycles, buggy whips, 
builders’ hardware, building paper, 
churns, crockery and glass, cutlery, 
dairy supplies, dog collars, fishing 
tackle, furnaces, galvanized and tin 
sheets, hammocks and tents, harness, 
heating stoves, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook 
stoves, sewing machines, shelf hard- 
ware, silverware and washing ma- 
chines. 

DEVOL, OKLA.—Collier Bros. have 
purchased property on which they will 
erect a store building and warehouse. 

HoMINY, OKLA.—Matthews Wilson 
will erect a new store building, and re- 
quests catalogs on automobile acces- 
sories, baseball goods, belting and pack- 
ing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s 
vehicles, churns, crockery and glass, 
cutlery, dairy supplies, dog collars, 
dynamite, electrical household special- 
ties, fishing tackle, furniture depart- 
ment, galvanized and tin sheets, ham- 
mocks and tents, harness, heating 
stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, iron 
beds, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, poultry sup- 
plies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, toys, games, wagons, 
buggies and washing machines. 

JENKS, OKLA.—The Jenks Hardware 
Company, successor to J. W. Price, has 
added housefurnishings to its regular 
stock. Catalogs requested on the fol- 
lowing items: Automobile accessories, 
belting and packing, builders’ hard- 
ware, builfling paper, children’s ve- 
hicles, churns, crockery and glass, cut- 
lery, furniture department, hammocks 
and tents, harness, heating stoves, 
heavy farm implements, iron beds, 
kitchen cabinets, kitchen housefurnish- 
ings, lime and cement, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, sil- 
verware and washing machines. 

PAWHUSKA, OKLA.—Allen Bros. are 
purchasers of a hardware business 
here. They request catalogs on wagons, 
harness and farm machinery. 

ALPENA, S. D.—H. G. Nelson 
bought a hardware business here. 

GENEVA, S. D.—Jensen Brothers have 
disposed of their stock to J. Benson. 

ProspER, TEX.—The hardware store 
of H. W. Bates has changed hands. J. 
W. Stanford & Co., the purchaser, re- 
quests catalogs. 

DAVENPORT, WASH.—Frank E. Den- 
son has retired from the hardware busi- 
ness of Denson & Cassels. His son, 
Vernon F. Denson, has purchased his 
interest with Frederick W. Denson and 
Russell P. Cassels. The firm name re- 
mains unchanged. 


Pasco, WASH.— 


has 


D. C. Gibbs and Earl 
James have bought the stock of the 
asco Hardware Company. 





